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Steady develop- plants and _ service 


ment of the tele- 
phone business is as- 
sured not only by 
normal increase in 

the population of the country, but also by 
the further fact that the telephone habit is 
increasing among the people, so that the use 
of the telephone is growing more rapidly 
than the population. During the ten years 
from 1918 to 1928 the population of the 
United States increased approximately 13 
per cent, the number of telephones in serv- 
ice increased 74 per cent, and the number 
of telephone calls per day 73 per cent. 

xk * * * 

This telephone growth is also proved by 
the latest statistics given out by the Inter- 
state Commerce Commission, which show 
that the 89 companies reporting for the 
month of April produced much larger earn- 
ings. For that month their gross earn- 
ings amounted to $84,556,680, as compared 
April, 1927. 


first four months of 1928, the 89 companies 


tec $78,555,506 for For the 


reporting to the commission had _ gross 
earnings of $334,031,545 as compared to 
$309,113,965 


1927. 


for the same four months of 


se a 2 * 

To meet these constantly-growing de- 
mands by the public efficiently, the tele- 
phone industry must have sufficient capital. 
That means that the companies supplying 
the service must receive adequate rates, 
and the company which for any reason does 
not get these rates is failing in its duty just 
as plainly as though it “fell down” in its 
operating methods in rendering good serv- 


ice, for good service cannot be maintained 


TELEPHONE GROWTH AND RATES; 
A WISCONSIN WARNING 


indefinitely unless there is sufficient 
revenue. 
This important matter is the subject 


of the July bulletin which the Nebraska 
Telephone Association sends to its member 
companies. The telephone companies in 
that state which do not earn a fair return 
whose rates are too low, 


are the ones 


according to the association which wisely 
declares that adequate rates are beneficial 
to the subscribers as well as to the 
company. 
x ok ok x 

The Nebraska Telephone Association is 
doing a good work in urging companies to 
put their rates on the proper basis and 
offering to help them in that direction. 

“We believe it is impossible to give good 
when rates are inade- 


telephone service 


quate,” says Secretary George M. Kloidy 
in the July bulletin. “We believe the public 
vants the best service the telephone com- 
panies can give, that it is willing to pay 
a fair price for good service, and that it 
does not desire anything less than depend- 
able service at any price.” 

“We believe that the telephone companies 
that are not making a satisfactory showing 
at the present time have only themselves to 
blame for such conditions. They have it 
in their power to bring about a satisfactory 
operating condition by securing adequate 
rate schedules: and this should be done, 
rather than to permit the lack of revenue 


to bring about a deterioration of their 


and dissatisfaction on 
the part of both their 
subscribers and their 
stockholders.” 

The advice and active help of the asso- 
ciation are offered to companies needing 
if they are members 


better rates—that is, 





of the association, as all prozressive com- 
panies should be. 
* * *k * 


Observers—not to say critics—of recent 


telephone financing have had two _ prin- 
cipal objections in mind in analyzing the 
situation. One was the setting up of too 
high appraisals, and the other was the prac- 
tice of investment brokers reporting net 
earnings “before depreciation.” 

The folly of the first needs no explana- 
tion. The danger of postponing the crea- 
tion of necessary reserves for depreciation 
is equally apparent to the practical tele- 
phone man who understands the rapid de- 
preciation of telephone plant, but the bond 
salesman, in his eagerness to sell securities, 
has often preferred to be vague about such 
charges so as to have net income figures 
make as good a showing as possible. 

The Wisconsin Railroad Commission has 
put its foot down on both these proposi- 
tions, branding them as “vicious,” and “un- 
fair if not actually fraudulent.” Further- 
more, the commission declares its opinion 
that the investment brokers should be he!d 
responsible for excessive appraisals to 
which they give publicity. 

+ * * * 

This important matter is made the sub- 

ject of a special bulletin, issued July 2, by 


the statistical and securities division of the 
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Wisconsin commission, of which George C. 
Mathews is director. This bulletin, which 
is being sent to all licensed brokers, sounds 
such a necessary warning that it is given 


in full as follows: 


“Section 189.03 (2) of the Wisconsin 
statutes exempts from the provisions of 
the Securities Law ‘commercial paper or 
evidence of debt if the entire issue matures 
not more than one year from the date there- 
of and bears a date not later than the date 
of sale.’ Section 189.03 (18) states certain 
conditions under which the commission 
may prohibit the sale of such securities. 

Recently the commission has found it 
necessary in several cases to prohibit the 
sale of one year notes of companies which 
had acquired a number of telephone proper- 
ties. In a recent case it was proposed to 
sell the notes on a circular showing net 
income before depreciation of considerably 
more than twice the note interest, but if 
reasonable provision had been made for de- 
preciation of the claimed values the balance 
would have been less than the 
requirement. 


interest 


The note issue exceeded the total pur- 
chase price of the properties. The value 
claimed, after depreciation, based on an en- 
gineer’s appraisal, was about 65 per cent 
above the purchase price. In the present 
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COMING CONVENTIONS. 


Tri-State Telephone Convention, Erie, 
Pa., Lawrence Hotel, August 8, 9 
and 10. 


United States Independent Telephone 
Association, Chicago, Hotel Sherman, 
October 16, 17, 18 and 19. 








market for telephone properties it is hardly 
conceivable that any considerable group of 
properties could be acquired for less than 
the actual depreciated value of the proper- 
ties, and generally the prices paid are in 
excess of such value. 

The purpose of this bulletin is to advise 
you that the commission regards such 
offerings as evidence of unfair business 
practice by the broker responsible, and the 
use of valuations and earnings statements 
such as those referred to is unfair if not 
actually fraudulent. 


On May 16, 1927, we issued to all 
brokers our bulletin No. 51 in which we 
advised that we had seldom encountered a 
case in which the annual requirement for 
depreciation of telephone properties was 
less than 5 per cent of fixed capital, ex- 
clusive of land. Because of the relatively 
rapid depreciation of telephone property, 
the commission considers the use of earn- 
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ings statements before depreciation par- 
ticularly vicious in telephone financing. 

Appraisals which are obviously excessive 
and out of proportion to any reasonable 
basis are sometimes obtained from appraisal 
engineers, but it is our opinion that re- ° 
sponsibility for unreasonable representa- 
tions as to value must rest upon the broker. 
What is said in this bulletin. regarding tele- 
phone securities is intended to apply to 
securities of other companies with neces- 
sary modification as to the rate of depre- 
ciation required.” 

* * * * 

The Wisconsin commission was the first 
regulatory body created to give a state 
supervision of utility companies, and has 
naturally led the way in the field of regu- 
Jation. Generally speaking, it has made a 
good record for sane, conservative action, 
having due regard for the public needs 
without ignoring the rights and necessities 
of the service companies. 

Its proclamation relative to telephone 
financing is a step in the right direction and 
should serve as a safeguard to the real 
interests of the telephone business. It may 
protect the owners of prosperous telephone 
properties from the lure of financial pro- 


moters willing to offer extravagant prices. 


Dollars and Sense of Personalization 


Personalization of Service Should Start in Own Office, With Employes the 
Publicity Agents—Attitude of Operators Important—Benefits of Open House 
and Newspaper Advertising Campaigns—Value of Educating\the Employes 


By Mrs. Dorothy H. Van Ert, 


General Traffic Supervisor, Illinois Telephone Association, Springfield, Il. 


Just what is all this talk of personalizing 
the telephone service, and improving public 
relations that is heard so much nowadays? 
In plain, easily understood language, just 
what does it mean to the average telephone 
man? Reduced to a dollars and_ cents 
proposition, is it going to mean anything 
te me? A fair enough question. 

Very briefly “public relations” means the 
feelings or attitude our public has for us. 
Ir includes anything and everything that 
our public sees, or hears, or reads about us, 
that causes it to form an opinion of us. 

Let us turn to Webster for a good defini- 
tron of “personalization.” We find that to 
“personalize” means to endow, or to repre- 
sent as endowed with personal qualities. 
That is the big problem of telephone men 
today—to disabuse the people of the idea 
that because we are such a big organiza- 
tion, it must necessarily follow that we are 
like a giant machine, unthinking and un- 
caring. 

As to what it means to you to personal- 
ize your service, and to improve your public 


relations—it means infinitely greater suc- 
cess for your company, and, what is equally 
important, it means increased revenue. 

We, of the telephone world, are begin- 
ning to realize that we cannot afford to 
indulge in the slightest trace of a “public 
be hanged” attitude. As man has come up 
through the ages and become more and 
more civilized, he has come to have more 
and more regard for the welfare and in- 
terests of his fellowmen. We are irre- 
vocably committed to a regime of civiliza- 
tion. We have set our hand to the plow, 
and for us there is no turning back. 

Any of us who may be out of line had 
better be getting ourselves lined up pretty 
suddenly, or some day, while we are still 
insisting that the old ways are good enough 
for us, we are going to wake up to the 
fact that the “big parade” of progress has 
gone on by, and we are left to bring up the 
rear. 

We have but one commodity to sell— 
service—and we have to sell that to people, 
all of whom are intensely human. 


How then can we dare to ignore the 
human element and still hope to succeed? 


We cannot afford to adopt a “hands off, 
no trespassing” attitude toward the public 
whom we serve. It is essential that a cer- 
tain amount of sentiment be injected into 
all things to insure real success, and the 
telephone industry is no exception. 


Do you know what telephone advertise- 
ments have been considered the biggest 
result-getters? The mother on her birth- 
day, happy and excited over a long distance 
call from her absent son. The young folks 
away at school, a little lonely, a little per- 
plexed, and a little homesick, calling up 
“Mother” and “Dad” over long distance. 
The curly-headed little tot, saying “Hello” 
to Daddy when he calls up over long dis- 
tance. All these are simple, homely themes, 
but the sort of thing that awakens a re- 
sponsive chord in every heart. 


Sentiment and feelings are elements, and 
are the very motive power of life. This 


cla world is governed far more by emo- 
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' ‘ions and feelings than it is by cool, de- 
4 ached reason. 

i Is it not true that your own impressions 
4 ot other business establishments are formed 


largely by the reaction of your own feel- 
ings when you enter their establishments? 
You go to one store because you like the 
attitude of the clerks, or because you feel 
at hotmne in that store. Another with 
equally good or better merchandise you 
don’t like because you don’t 
fortable there. 

It imav not be fair, but we are going to 


feel com- 


be | idged as much or more by our contacts 


vith the public, as by the excellence of the 
service we render. 

To my mind personalization of the serv- 
ice, and the question of improving public 
relations are like charity in one way at 
least—they should begin at We 
must set our own house in order first of 
all. Let us look about our office with a 
critical eye to start with. 

Do we find the spirit of cooperation that 
should be there? 


home. 





What are the relations 
between your various departments? Do 
they work together harmoniously? Do your 
employes work with you or for you? Do 
they call it the company or our company? 
Do you take a real interest in them and 
their problems? 

Before we start out to sell ourselves to 
the public, let’s be sure our organization is 
worth selling first. We can’t expect the 
public to have much respect for us unless 
we have pride and loyalty enough to stand 
up for our fellow workers and our com- 
pany. So there is the first big problem— 
selling our business 100 per cent to our- 
selves. 

Then when that is done, when you have 
built up a morale and an organization to 
be proud of, you will be ready to tackle 
the next big question—that of selling your 
organization to the public. 

It is well to remember that the best 
advertisement for any restaurant is the 
fact that the hired help eat there—and the 
best advertisement for any telephone com- 
pany is to have loyal, enthusiastic, con- 
tented employes. 
one of 


Your employes should be 
the best publicity agencies your 
has. Make use of them. See 
that they are not only given the opportunity 
to inform themselves regarding their com- 
pany’s aims and methods, but see that they 
do it. 

A man is judged by the company he 
keeps—and a telephone company is judged 
by the employes it keeps. 


company 


Too much stress 
cannot be laid on the importance of the 
part your employes play in determining 
the attitude your public has for you. 
Look well to the attitude of your opera- 
tors. They are constantly coming into con- 
tact with the public. What sort of a per- 
sonality are they endowing your company 
with? Have they been thoroughly trained 
in voice work? The “voice with the smile” 
has come to be almost synonymous with 
telephone work. Don’t get the idea that 
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all this talk about “voice technique” is 
nonsense. You are going tu need every 
possible recourse in this matter of per- 
sonalizing your service, so don’t overlook 
one of the very best ways of bringing 
about the desired results. 

What sort of an atmosphere prevails in 


ycur commercial office? Is your cashier 

















“As Our Public Relations Become Better,’ 

Says Mrs. Van Ert, ‘‘As the Public Gets a 

Truer Perspective cf Telephone Work, So 
Will Our Revenue Become Greater.” 


cne who understands and sympathizes with 
human nature? Is_ she 
visualize what that little sum of money 
may mean to that shabbily-dressed little old 
lady, who takes so long to pay her bill and 
count her change? There is a vast dif- 
ference, you know, in a formal mechanical 


one who can 


courtesy, and a sincere, friendly, gracious- 
ness. Never lose sight of the fact that one 
poorly-informed, careless, discourteous em- 
ploye can do an immeasurable amount of 
harm to your company. 


Another big chance to personalize your 
service comes when a subscriber makes a 
complaint. According to the way in which 
his complaint is handled, your company 
stands to make either a friend or an enemy. 
Do your supervisors take advantage of this 
fact? Do they make him feel that they 
take a real interest in his complaint? 

Never allow your employes to argue with 
a subscriber who thinks he has cause for 
complaint. It doesn’t matter whether he 
is right or wrong; maybe he is wrong, but 
this is no time to try to convince him of it. 
It must be taken for granted that he has 
reasonable grounds for complaint, other- 
wise he wouldn’t be complaining. We should 
ai all times be big enough to welcome sin- 
cere criticism. 

Instruct your employes very carefully as 
ta how to handle complaints. Have your 
supervisors introduce themselves by name 
whenever it seems natural or desirable to 
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dc so. Have them answer their calls by 
“This is the supervisor, Miss 
It will inject a little personality 
it:to a business that needs a whole lot of it. 
Does your repair clerk have a card index 


saying, 
Brown.” 


right at hand so she can call a subscriber 
by name when he reports his telephone? 
That may seem like a little thing, but do 
you remember how satisfied and important 
vou felt, when the hotel clerk, or the head 
After all, the 
public is made up of individuals a good 


waiter called you by name? 


deal like yourself, and their reactions are 
apt to be a good deal like your 
Oftentimes in studying human nature, and 
in dealing with it, you will find that it is 
the little things which count the most. 
Human nature is one thing we must take 
as we find it. 


own. 


Fundamental human nature 
cannot be changed. We can only study it, 
anticipate its reactions, and then make the 
best possible use of our knowledge regard- 
ing it. 

Therefore, it behooves us not to overlook 
the little things. Does your repair clerk 
mutter something vaguely, like this, “All 
right, thanks; we'll report it for you,” or 
does she say this, “Why, thank you, Mr. 
3rown, I will see that your telephone is 
fixed by three o'clock this afternoon?” 
Does your wire chief see that telephones 
are repaired on schedule time? 

Mr. Manager, have a 
gcod deal to do with the opinion your pub- 
lic has of your company. 


You, yourself, 


Are you one of 
the crowd, or is your office a shut-away, 
cold, dignified place of shining mahogany 
and frigid atmosphere? Is it friendly and 
accessible, or is it as hard for the ordinary 
mortal to get into as it is for a sinner to 
get into heaven? You may find the top of 
« pedestal a very exclusive place, but you 
are apt to find it a pretty lonely one also. 

The telephone manager should take an 
active interest in all civic matters. If your 
town has a chamber of commerce, belong 
tc it—and do more than just have your 
name on its membership roll. Attend its 
meetings. Boost for the things that will 
improve and uplift your community. Espe- 
cially in a smaller town is the telephone 
manager expected to be a 
local affairs. 


real leader in 
Don’t begrudge a little time 
and money when some worthy cause needs 
support. 

Encourage the public to visit your ex- 
change; people do like to see behind the 
scenes. Your office may not have the mul- 
titude of marvelous things in it that a big 
city office has, but even so there are many 
things that would interest the public. A 
small town has one inestimable advantage 
The smaller the 
town, the more intimate and personal your 
relations with your public can be. The 
more people know about our problems, the 
more they understand about our business, 


over the big exchange. 


the easier it is going to be to give them a 
high class of service. 

Why not a visiting day some time? At 
one exchange the manager decided to have 
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a visiting day. The company announced it 
it the daily newspapers in the form of an 
invitation to the general public. It was 
paid for as a regular advertisement of 
course, but in addition to this the papers 
were glad to feature the story, and gave it 
@. lot of excellent publicity. The restroom 


was decorated and a little booth was fixed, 
where two operators in little white aprons 
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finally through the operators’ quarters, 
where they were served refreshments. 

Several hundred people visited that ex- 
change during the day, and it was worth 
far more than the time and money it cost 
to entertain them, in the improved public 
relations that ensued. 

Another telephone manager in a big town 
gave a very novel luncheon. We invited a 
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It Has Been an 


Imgortant Factor in Materially Increasing the Amount of Toll Business 
Offered During the Evening and Night Reduced Rate Period. 


and caps made in the shape of the Inde- 
pendent shie!d served punch and wafers to 
the guests. As the guests arrived, they 
were met at the door by the chief operator 
and taken on a tour through the operating 
room. They were encouraged to ask all 
the questions they wished, and they cer- 
tainly wished to ask plenty. 

When they finished asking questions, 
those people knew a lot more about tele- 
phones than they ever did before. They 
knew why they must net flash a receiver 
hook rapidly up and down. They knew 
why they must use their directories. They 
knew why “Central” could not tell them 
who it was who called them 10 or 15 
minutes ago. 

Then they were taken through the plant 
department and the commercial office, and 


group of the representative business men 
of the city to be his guests. The tables 
were set up in the operating room, just in 
front of the switchboard. Those men sat 
not over three or four feet behind the 
operators all during luncheon. When the 
meal was over, those men were dumb- 
founded; they had an entirely new respect 
for telephone work. They had seen for 
themselves how it was done, and from then 
on those men were 100 per cent boosters 
for the telephone company. 

Another fertile field is the clubs and 
organizations in your town. Arrange a 
series of talks about telephone work. They 
will be glad to have you give the talks, 
and certainly you need make no apology 
for talking telephone work. You have the 
most interesting subject in the world to 
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discuss. Take the people into your con- 
fidence. Tell them why you ask them to 


do, or not to do, certain things. Tell them 
how they can help you to give them still 
better service. 

Don’t overlook the school classes, grade 
or high school. Remember, the school chil- 
dren of today will be the telephone users 
cf tomorrow. Start right now to make 
them loyal boosters for your company. I 
heard a man once say of a very worth- 
while organization that he could always tell 
when they were going to start a drive for 
funds. He said they were always ex- 
tremely friendly at that time; they carried 
stories in all of the local papers. Then 
when the drive was over, you never heard 


‘any more from them until time for another 


drive. Don’t wait until you need help 
before you start to improve your public 
relations. 

As we get older we are harder to influ- 
ence; we become more set in our ways and 
more disinclined to change our way of 
thinking. That is not true of children and 
young people, and if we start now to win 
their confidence, then tomorrow, when they 
take their place in the business world, there 
will be no question of what their attitude 
toward us will be. Extend an invitation 
to the physics class of your local high 
school to visit the telephone exchange. Give 
little interesting talks that the grade chil- 
dren can understand about telephone work. 
You will find it will pay big dividends. 

Make friends of your local newspaper- 
men. A newspaper is a powerful agent in 
shaping public opinion. We should be 
willing to give our support to our local 
papers. They are in business too, and if 
we expect their support, then it is only fair 
to give them whole-hearted support in 
return. Several companies make a practice 
of spending as much with their local papers 
as the newspapers spend with the telephone 
company. 

It is a good idea to carry an advertise- 
ment regularly in your papers. Make it 
interesting and readable, but watch your 
advertising carefully. Some people are 
always ready to criticize, and a thing once 
printed can never be stopped: it will go on 
torever, and will never be forgotten. So 
it will pay to devote a great deal of time 
end thought to the subject matter of your 
advertisements. As a rule, editors are a 
fair, friendly lot of folks. They are always 
glad to have an opportunity to print news 
about our business, and to set forth in their 
columns the truth about the 
industry. 

‘Newspaper advertisements, if carefully 
planned and carefully worded and pre- 
sented, should accomplish two things. They 
should educate your public, by presenting 
the truth about telephone work in an inter- 
esting way, thereby improving public rela- 
tions; and they should increase your reve- 
nue by encouraging the public to have con- 
fidence in your organization, and to make 
use of your service facilities. 


telephone 
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The material available for this type of 
advertisements is practically unlimited. For 
instance, the public has never thoroughly 
understood our various classes of service. 
Very often they do not understand that by 
calling for the number they wish to reach, 
or by specifying that they will talk to 
anyone who answers the telephone, they 
can save money on their calls. They al- 
ways appreciate having our different classes 
of service explained to them. Why not 
feature that in one of your advertisements ? 

Then, too, it would be advantageous, 
both to the telephone company and to the 
general public, if we would devote some 
thought to an intensive, constructive, ad- 
vertising campaign, emphasizing the de- 
sirability of taking advantage of our even- 
ing reduced rate period. The results which 
would accrue from such a campaign would 
be doubly desirable. A wider use of our 
evening reduced rate period would enable 
the subscriber to save money on his long 
distance calls.: In addition, it would result 
in a more even distribution of our traffic 
during the reduced rate period. 

The accompanying chart has been used 
with great success by the Illinois Tele- 
phone Association. We make up this chart 
for any member company, in any quantitiy 
desired, at a very nominal cost. This chart 
is then featured in the company’s news- 
paper advertising. It is displayed promi- 
nently in all public places, such as hotels, 
restaurants and railroad stations. 

It is frequently inserted in the company’s 
telephone directory—and a telephone di- 
rectory is another of the best advertising 
mediums we have, due to the fact that the 
directory is used daily by hundreds of 
thousands of people. This chart serves not 
cnly to make a better informed public, 
thereby improving public relations, but also 
tends to stimulate toll business. It is a 
well known fact that anything which tends 
to stimulate toll revenue tends also to 
greatly increase the total exchange revenue. 

Advertisements featuring the many ad- 
vantages of extension telephone service 
could also be very profitably used. No 
matter what is the size of your exchange, 
an energetic, intensive campaign will place 
extension telephones in a large proportion 
of the residences, and in many of the busi- 
ness establishments. Extension sets in- 
volve practically no additional operating 
cost, and a very slight increase in plant 
investment. The revenue they bring in is 
very satisfactory, when the small plant in- 
vestment is taken into consideration. 

“Why not an intensive campaign to sell 
extension set service to your subscribers? 
An extension set upstairs or down in the 
laundry basement would be a welcome 
Christmas or birthday gift to many house- 
wives. This also would tend to improve 
your public relations, because of the many 
advantages that the public derives from 
having this extra service. An extension 
set will eliminate a great number of the 
cases where the subscriber is unable to get 
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to his telephone in time to answer the call. 

There is no limit to the different ways 
in which well-presented, well-thought-out 
newspaper advertising can be used to im- 
prove your public relations, and to person- 
alize your telephone service to the public. 
At the same time it will increase your 
revenue. It is a fact that anything which 








Essential Quality of Executive; Of 
Employe. 

I have been wondering what the es- 
sential quality is that the executive of 
a business should have. I want the 
answer in one word. It seems to me 
that the answer is “Wisdom.” 

Then let me ask the question: “What 
is the one quality, to be expressed in 
one word, that is most necessary in the 
employes of a business?” 

I have thought of a number of words, 
such as “dependability,” “loyalty,” etc., 
but it seems to me that the outstanding 
word that is needed in every business, 
whether manufacturing or merchandis- 
ing, is “Accuracy.” 

If an employe is trained to be accu- 
rate; if he has an accurate mind and if 
he does things accurately, the chances 
are that he has the other qualities of 
dependability and loyalty. — Saunders 
Norvell. 








. tends to increase public confidence and good 


will also tends automatically to increase the 
exchange revenue. 

Another important factor in forming 
public opinion is our relations with con- 
tiguous companies. Adjacent companies 
should agree on similar policies in dealing 
with the public. If one company makes an 
installation charge, and its neighbor does 
not, or if one company denies service for 
non-payment of bills, and its neighbor does 
not, or if one company gives free service 
and its neighbor does not, it is bound to 
have an unfavorable reaction on public 
opinion. 

This matter of personalization of our 
service, and the question of improving our 
public relations is infinitely more than a 
back-slapping, hand-shaking proposition. 
Fundamentally, it is a question of education 
—education of the public, because the user 
of telephone service must participate in 
giving that service. He must lift up the 
receiver, ask for the number, and send his 
voice out over the line. If he is using a 
dial telephone, he must perform still more 
of the -steps necessary to establish the 
connection. 

We must rely to a certain extent on his 
cooperation, and not only that but we must 
have intelligent cooperation. How can we 
expect our subscribers to cooperate with 
us intelligently, unless they know something 
of the vast mechanism, and the marvelous 
equipment that make telephone service 
possible? How can we hope to “represent 
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as endowed with personal qualities” our 
company unless the public knows some- 
thing of the men and women who stand 
behind the telephone instrument, endowing 
it with personality ? 

Secondly, education of our 
Whether we know it or not the public is 
always watching us. 
we do, and it forms its opinions accord- 
ingly. We have been accustomed to take 
it for granted that our manager and our 
chief operator, and perhaps our cashier, 


employes. 


It sees everything 


shall keep themselves informed somewhat 
about our industry. 

3ut what of our operators and our in- 
stallers, our repairmen and our linemen, 
our cable gangs and our men who trim the 
trees along the public highways? Their 
actions and their attitude toward their 
company are bound to cause the public to 
form some kind of an opinion. Construc- 
tive education as to the aims and methods 
of their company will insure the kind of an 
attitude that will create a good opinion. 

When you consider that there are ap- 
proximately 400,000 people engaged cither 
directly or indirectly in telephone work in 
the United States, it is easy to see why 
we cannot lay too much stress on this ques- 
tion of employe education. Each of these 
400,000 employes has his or her own circle 
of friends and acquaintances outside of 
telephone work. If all of these half- 
million employes were to take it upon them- 
selves to spread the gospel of telephone 
work, we would very soon have no problem 
of improving our public relations, 

Very few people have more than tne 
faintest conception of the magnitude of the 
telephone industry. Would not the public 
be interested in knowing that we have more 
than 15,000,000 poles erected tnat they 
might talk when and where they will? 
These poles would be more than enough to 
build a railroad trestle 30 feet high, ex- 
tending from Buenos Aires to Chicago. We 
have over 51,000,000 miles of wire, enough 
to reach to the moon and back again more 
than 100 times. We have in use more than 
1,500,000,000 pounds of cable sheath, or 
enough to load a freight train that would 
be 113 miles long; a train that would carry 
15,000 freight cars, each with a capacity of 
50 tons. 

In New York City alone there are more 
telephones than there are in Africa, Aus- 
tralia and South America combined. The 
United States has 5 per cent of the world’s 
area, 6 per cent of the world’s population, 
and over 60 per cent of the world’s tele- 
phones. We have about 15 telephones to 
100 people. The rest of the world has one 
to every 100 people. At last reports there 
were about 18,500,000 telephones in service 
in the United States. There was an aver- 
age of 200 conversations to every inhabitant 
during the period of one year. Tele- 
phone calls far exceed in number any of 
the other means of communication. Each 
year there are about one-fifth billion tele- 
grams sent, about 15 billion letters, and 
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about 22 billion telephone calls are made 
in less time with less effort. 

One could go on indefinitely telling the 
wonderful story of the telephone. It is 
like a fairy tale, when one stops to con- 
sider that 50 years ago the total number 
of employes was two. The telephone was 
just a dream in the hearts of two men. 
The public will find this story just as in- 
teresting as you or I find it. We must 
awaken to our opportunity and tell this 
story to them in an interesting way, give 
them a chance to get better acquainted with 
us and our work, and then, and only then, 
can we expect them to have confidence in 
us and to cooperate with us to the fullest 
extent. A great deal of work has already 
been done along these lines, but there is 
need for a great deal more to be done in 
the future. 

We must be ever on the alert that no 
slightest hint of the monopoly spirit is ever 
manifest in our attitude. The fact that if 
the public wants telephone service at all, it 
must use ours, should only increase our 
sense of the great responsibility that is ours. 
The public can send away for its clothes 
and its groceries and its household furnish- 
ings—but it can’t send away for its tele- 
phone service. It can go without any tele- 
phone service, but if it has service at all, 
it must take what you provide. 

It, therefore, becomes not only our duty 
but a sacred responsibility and obligation 
that we render the best possible grade of 
service. In order to do this we must have 
the cooperation and confidence of those 
whom we would serve. After all, it is the 
human touch that gets results in everything, 
including the supplying of telephone serv- 
ice. As our public relations become better, 
as the public get a truer perspective of 
telephone work, as they become acquainted 
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with the men and women who are giving 
their lives to this work, so will our revenue 
become greater. 

As time goes on and the definite results 
of our campaign to personalize our service 
becomes more apparent, we will realize ever 
more clearly that truly “He profits most 
who serveth best.” 


Summary of April Reports of Class 
A Telephone Companies. 

Reports of 89 Class A telephone com- 
panies, as made to the Interstate Commerce 
Commission for April, 1928, show gross 
operating revenues of $84,556,680, as com- 
pared with $78,555,566 for the correspond- 
ing month in 1927, an increase of 7.6 per 
cent. The operating income during the 
month of April, 1927, was $20,064,948, 
while that of April, 1928, was $21,935,386, 
an increase of 9.3 per cent. 

Since January 1, 1928, the companies re- 
port gross revenues of $334,031,545, com- 
pared with $309,113,965 for the first four 
months of 1927, showing an increase of 
$24,917,580, or 8.1 per cent; operating in- 
come for the four months of 1927 was 
$78,829,081, compared with $84,432,532 for 
1928, an increase of 7.1 per cent. 

There were 15,090,028 company stations 
in service at the end of 1928, an increase 
of 5.2 per cent over the four months of 
1927, when there were 14,349,058. 

Complete data for the following com- 
panies of this class were not available for 
inclusion: The American Telephone Co.; 
Commonwealth Telephone Co. of Wiscon- 
sin; Iowa State Telephone Co.; Michigan 
Associated Telephone Co.; Middle States 
Telephone Co. of Illinois; Northern Ohio 
Telephone Co.; Ohio Central Telephone 
Corp.; the Southwest Telephone Co.; 
Standard Telephone Co. of Illinois; Tri- 
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County Telephone Co., and the Vermillion 
County Telephone Co. 


New Common Battery Plant Now 
at Sidney, Neb. 

The Northwestern Bell Telephone Co. 
has just completed a cutover of its new 
plant at Sidney, Neb., where a common 
attery plant in a new building will here- 
after supply service. 

Sidney is one of the very last of impor- 
tant towns in Nebraska that has been given 
modern equipment in every detail. It was 
once a big cattle town, but now is the 
center of bonanza wheat section, known 
as the Panhandle, and has been growing 
rapidly since this crop’ was developed. 
Many wheat fields in that neighborhood 
are 2,000 or 3,000 acres in extent, and 
cembines cut, thresh and load wheat into 
waiting trucks that take them to town ele- 
vators. 

Members of the city government and the 
editors of the two newspapers had prom- 
inent parts in the transformation of the ex- 
change from magneto to common battery. 
In addition to a new building and new cen- 
tral office equipment, the aerial plant was 
reconstructed and cabled, three blocks of 
underground conduit put in and new wire 
strung generally. 


Ohio Bell Gains More Stations 
Than Estimated. 

At the end of the first quarter of 1928, 
the Ohio Bell Telephone Co. had 614,463 
telephones in service, and its connecting 
companies in Ohio had 370,466. 

The Ohio Bell late in 1927 estimated a 
gain of 38,000 telephones in its territory 
for 1928, but the first five months of the 
year already have shown an actual gain of 
more than 20,000 stations. 





Items. 


Number of company 
end of month 
Revenues: 

Subscribers’ station revenues 

Public pay station revenues 

Miscellaneous exchange service revenues 

Message tolls 

Miscellaneous toll line 

Sundry 

Licensee 

Licensee 


stations 


revenues 
miscellaneous revenues 
revenue—Cr. 
revenue—Dr. 


Telephone operating revenues 
Expenses: 
Depreciation of plant and equipment 
All other maintenance 
Traffic expenses 
Commercial expenses 
General and miscellaneous expenses 


Telephone operating expenses 
Net telephone operating revenues 
Other operating revenues 
Other operating expenses 
Uncollectible operating revenues 
Taxes assignable to operations 


Operating income 
Ratio of expenses to revenues, 





a ee 
Increase or de- 
crease (*). 
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in service 


Operating income before deducting taxes... 




















Ratio, 

1928. 1927. Amount. Pet. 
.. 15,090,028 14,349,058 740,970 5.2 
$52,339,908 $49,477,394 $2,862,514 5.8 
3.604.031 3,479,384 124.647 3.6 
655.251 597,663 57.588 9.6 
22,987,608 20,806,670 2,180,938 10.5 
°'864.245 2.406.934 457.311 19.0 
2'067.015 1.744.369 322°646 18.5 
1'404.897 2.568022 *1,1631125 *45.3 
11366.275 2.524.870 *15158,595 *45.9 
$84,556,680 $78.555.506 $6,001,174 7.6 
$13,142,519 $12,389,035 $ 753.484 6.1 
12,189,000 11,684,160 495,840 4.2 
17.693.264 17,192,056 501.208 2.9 
7:417.964 6,833,090 584.874 8.6 
4'287-703 3'3091086 9781617 29.6 
$54,721,450 $51,407,427 $3,314,023 6.4 
$29,835,230 $27,148,139 $2,687,091 9.9 
$ ae eee $  ouun 
ries see 9,949 |... 
547.537 $ 506,424 41.113 8.1 
$29,277,819 $26,641,715 $2,636,104 9.9 
7'342'433 6.576.767 765.666 11.6 
$21,935,386 $20,064.948 $1,870.438 9.3 
64.72 65.44 °72 ~«(o 


per cent.... 


-——Four months ended with April——, 
Increase or de— 
crease (*). 
Ratio, 
1928 1927 Amount. Pct. 
































$207,641,991 $195,947,674 $11,694.317 6.0 
14°497.277 13,686,862 810.915 5.9 
2'614,227 2'354.631 259.596 11.0 
89°648.003  80.313'356  9,334.647 11.6 
11,349,030 9.658.753 1.690.272 17.5 
81119.871 6.980.483  1.139:388 16.3 
5727257  10.631.710 *4,904.453 *46.1 
5566611  10-459.509 *4,892'898 *468 

$334,031.545 $309,113,965 $24,917,580 8.1 

$ 52,308,595 $ 48,723,267 $ 3,585,298 7.4 
49.233.761  45.528.244 3.705.517 8.1 
70,452,072  68315.261 2.136811 3.1 
29,400,394 26,750,408 2,649,986 9.9 
16,762,756 12,979,772 3,782,984 29.1 

$218,157,548 $202,296,952 $15,860,596 7.8 

€115,873.997 $106,817,013 $ 9,056,984 8.5 

$ - Piauerniarioegy g 478 

9949 |...... 9,949 |... 
2,192,048 $ 2,020,064 171.984 "85 

$113.672,478 $104,796,949 $ 8,875,529 8.5 
29:239-946 | 25,967,868 3.272.078 12.6 

$ 84,432,532 $ 78,829,081 $ 5,603,451 7.1 

65.21 65.44 * 13 es 








Statistics of Class A Telephone Companies Compiled by 


Interstate Commerce Commission from April 


Reports 
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What Is Your Company Doing? 





Chats About Company Doings. 
By STanLey R. Epwarps. 


The Lincoln Telephone & Telegraph Co. 
of Lincoln, Nebr., has inaugurated a 
plan in a campaign of advertising its toll 
and long distance service, which is evi- 
dently new. Toll service advertising has 
generally been confined to owned exchanges 
of the toll company, but the Lincoln com- 
pany this month commenced a series of ad- 
vertisements in newspapers in the terri- 
tories, of connecting companies. One ad- 
vertisement is to appear each month. The 
first advertisement and two future ones are 
reproduced on this page. 

Studies of the territory of these con- 
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Advertising for 
Your Information 


e 


If all the residents of this vicinity 
could gather at the Telephone Exchange 
and hear the Local Manager tell about 
Long Distance Telephone rates, it 
would be an ideal way of explaining the 


convenience of this service. 


But such a gathering is impossible so 
the Lincoln Telephone and Telegraph 
Company makes its statements to you 
in the form of advertising in ‘the local 
newspapers. The policy of the Com- 
pany is to keep the public informed 
about Long Distance Telephone service. 





We want you to know about the use 
of Long Distance telephone service for 
speed and economy in the daily con- 
duct of business and social affairs. 


So for your information we advertise 
how easy it is to use Long Distance, in 
the medium of greatest influence—Your 
Local Newspaper. 
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“A Nebraska Company Serving Its People’* ) 








A suggestion system with provisions for 
rewarding employes for constructive ideas 
on their work was inaugurated by the 
Home Telephone & Telegraph Co., Fort 
Wayne, Ind., on July 1. 

According to rules governing operation 
cof the system, rewards for suggestions will 
be made on the basis of points with a mini- 
mum award fixed at $5. The minimum 
award will be paid each employe whose 
suggestions merit 10 credit points. Each 
edditional 10 points will increase the award 
by $5. 

When an employe’s suggestion merits 
points fewer than the number necessary for 
the minimum award, they will be credited 


E. L. Gaines, traffic superintendent, repre- 
senting the traffic department; B. C. 
Schweitzer, commercial superintendent rep- 
resenting the commercial department; and 
the president of the Home Telephone Ath- 
letic Association, at present, F. X. Staub, 
equipment engineer, representing the em- 
ployes. 

A secretary will be chosen who will meet 
with the committee but will not be a mem- 
ber of the committee. The office of the 
chairman will rotate every six months. 

Under the system, cash awards for sug- 
gestions will be paid on the first of each 
month. 
awards, the employes of the company have 


For purposes of making suggestion 





are: Station-to-Station (Which means telephone- 


| The ewo principal kinds of Long Distance calls 
to-telephone), and Person-tu- Person. | 


Station-to-Station 
Long Distance Calls 


e A Station-to-Station Long Distance C 

| call is very similar to a regular local 

call. In a Station-to-Station call you 

DO NOT SPECIFY A PARTICULAR 

| PERSON and therefore you talk to 

anyone who answers the telephone or 

anyone who may be called up by the 
person who answers. 


This is the simplest sort of Long Dis- 
tance call and consequently can be com- 
pleted with the greatest speed and the 
lowest cost. 





Whenever possible, the telephone 
number of the desired telephone should 
be given. However, if you give the 
name and address of the person whose 
telephone you wish to reach, you 
should at the same time tell the Long 
Distance operator that you are placing 
a Station-to-Station Call. This means 
that you will talk with anyone that 
answers. 


The charges on Station-to-Station 
calls may be reversed where the initial 
rate is 25 cents or more. 





Lincoln Telephone & Telegraph Co. 


PS) “A Nebrasha Company Serving Hts People’’ PB) 




















Some of the Advertisements Being Run Monthly by the Lincoln Telephone & Telegraph 


necting companies have indicated that there 
is a fertile field for long distance develop- 
ment, and any increase naturally benefits 


the Lincoln company. The cooperation of 


_ the local companies has been secured, and 


the district managers have been chosen to 
make the necessary contacts over a period 
of six months while the campaign is tested. 

Such advertising, C. W. Motter, publicity 
director of the Lincoln company believes, 
opens the door for establishing goodwill 
for the company with the public, the news- 
papers and the connecting company itself, 
which will be invaluable. While in a way 
this is an experiment, he is quite confident 
that the series will be successful. 


tory of Connecting Companies. 


to him until such a time as added credit 
points will swell the total to the necessary 
number. When an employe’s credit points 
total more than are necessary for the 
winning of one award but not enough for 
the next higher award, the employe will 
receive the lower award and the additional 
credits will be credited him for the future. 

According to the announcement by Frank 
E. Bohn, president and general manager 
of the company, the suggestion committee 
will consist of the following: 

Otto Marahrens, secretary of the Com- 
pany, representing the management, chair- 
man; H. E. Gray, general plant superin- 
tendent, representing the plant department; 
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When You Can't 
Be There Yourself— 


Use Long Distance 
e 


Way up there in the country— 
mother, auntie, or perhaps a dear old 
friend. Miles may separate you. 


Of course they get your letters quite 
regularly. But between times—they'd be 
delighted to hear your cheery “Hello” 
over the telephone. To hear all about 
the children, the new car, or the hun- 
dred and one other things that have 
happened since you last saw them. 





Ic will cost so little—and they, well, 
it will be almost as good as if you took 
the trip up there in person. 


Why not telephone today? 





Lincoln Telephone & Telegraph Co. 


BS) “A Nebraska Company Serving lis Peaple’* r) 
n 














Co., Lincoln, Nebr., in Newspapers in Terri- 


been divided into the following groups: 

Group 1, central office equipment, in- 
stallation and maintenance in charge of 
Frank J. Baker; Group 2, local construc- 
tion in charge of G. E. Wagner; Group 3, 
toll construction in charge of William J. 
Fisher; Group 4, building maintenance in 
charge of F. X. Staub; Group 5, ware- 
house in charge of R. B. Gallup; Group 6, 
garage and shops in charge of A. J. Staub; 
Group 7, traffic in charge of FE. L. Gaines; 
Group 8, commercial, local, in charge of B. 
C. Schweitzer; Group 9, commercial long 
distance in charge of Martin Umbach; 
Group 10, plant engineering in charge of 
A. C. Woodward; Group 11, general ac- 
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counting of which F. J. Tellman is in 
charge. 

Every employe of the company is eligi- 
ble to suggestions. However, no 


awards will be paid to the officers of the 


make 


company or to members of the suggestion 
committee, and no awards will be made for 
suggestions submitted by an employe in a 
supervisory position when his suggestion 
affects his regular line of duty. 

Mr. Bohn’s message to employes is: 
“To My Fellow Employes: 

“This pamphlet contains a description of 
the company’s suggestion system which was 
In presenting the sys- 
tem on paper it has been most difficult to 
enumerate and explain all of its factors. 
However, if you will carefully read and 
study the following pages, you should gain 
a fairly comprehensive idea of how the 
system operates. Remember that it is your 
system, and that the measure of its success 
will depend almost entirely on you. 

The Home Telephone & Telegraph Co. is 
a public utility rendering an essential serv- 
ice to the people of this community. It is 
duty bound, whenever and wherever pos- 
sible, to improve that service and reduce 
its cost to the consumer. 


recently announced. 


3y so doing it 
broadens its scope of usefulness, strength- 
ens its reputation in the community, and 
popularizes its service, all of which mean 
more work and greater opportunities for 
those of us who are employed by it. 

Anything designed to help the company 
is bound to help us. Hence this suggestion 
system is presented in the realization that 
those of you who are on the job day after 
day are especially qualified to offer practi- 
cal, constructive suggestions, for instance, 
as to how methods may be improved, prac- 
tices changed for the better, new means 
for cutting costs instituted, changed rou- 
tines for saving time installed, etc. 

It is you who are on the job more than 
anyone should be able to be 
helpful. Therefore, your cooperation is 
solicited and this suggestion system offered 
whereby your ideas may be brought to the 
attention of the company and you may be 
compensated therefor. 


else who 


So it is entirely up to you. It is hoped 
that you will take advantage of the system. 
Let the committee have the benefit of your 
ideas, call upon it for help if you need it 
and strive for big rewards. Remember the 
better and bigger the idea, the more and 
greater the reward.” 

The first of a series of six ten-minute 
radio programs by the Indiana Bell Tele- 
phone Co. was broadcast Wednesday night, 
June 20, from WFBM in Indianapolis, F. 
A. Montrose, vice-president and general 
manager gave an informative address. 

The program is given each Wednesday 
evening and consists of short talks which 
deal with the art of telephony. 


Approximately seven out of ten of all 


employes of the Home Telephone & Tele- 
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graph Co. of Fort Wayne, Ind., are now 
owners of company securities, it was 
announced late last month by the manage- 
ment, following closing of the sale of a 
block of preferred stock recently set aside 
for purchase by the employes of the Home 
Telephone & Telegraph Co. 

The average holding of each employe 
owner now amounts to approximately $360. 
The block of stock was made available for 
purchase either for cash or by installments. 
This was the third time that employes were 
given the opportunity to purchase stock. 
The first offer was made in 1923 and the 
second in 1926. Employes who purchased 
stock prior to 1925 have their names en- 
graved on a bronze tablet, which hangs 
just inside the entrance to the Anthony 
office building. 

Purchase of telephone company stock by 
employes always has been encouraged by 
the Fort Wayne management. On one 
occasion an essay contest was conducted 
and prizes were offered for the best paper 
submitted on the subject, “Why Should an 
Employe Own Stock in the Company He 
Works For?” 

Frank E. Bohn, president and general 
manager of the company, in a message to 
employes announcing termination of the 
stock sale expressed the pleasure of the 
management in the eagerness with which 
employes had taken advantage of the 
opportunity to buy company securities. Mr. 
Bohn also stated that a portion of stock 
had been reserved for purchase by new 
employes. 

A new service for telephone subscribers 
it New York City, known as the Tele- 
phone Bureau, was placed in operation 
the latter part of June. James S. Mc- 
Culloh, president of the New York Tele- 
phone Co., threw the switch that started 
operations, and 50 telephone girls were on 
hand at the bureau headquarters, 37 West 
Sixty-fifth street, New York. 

The bureau has made an agreement with 
the telephone company whereby all the for- 
mer’s subscribers listed in the telephone 
directory will have their names followed by 
a notation that if there is no answer, the 
Telephone Message Bureau—Susquehanna 
4500—is to be called. Each subscriber 
will have a code number, so that he will 
be sure that no one else will get mes- 
sages that are for him. 

The minimum cost of the new service 
will be $1 a year. Five cents will be 
charged, however, for every message te!e- 
phoned in to headquarters for the sub- 
scribers, who may receive the messages 
either by telephoning for them or by wait- 
ing for the next day’s mail. 

The new bureau, which was started to 
do away with the waste occasioned by the 
“no answer” nuisance, plans several inno- 
vations after it is operating a while. It 
will give out reports on baseball, football 
and other games to subscribers; it will in- 
stitute a C. O. D. service whereby any one 
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who calls up may leave orders to be re- 
lzyed to delicatessen stores, drug stores and 
doctors. The Message Bureau eventually 
will give the time of day to subscribers. 
Before the telephone company discontinued 
its practice of giving out the time it re- 
ceived 77,000 requests for the hour daily. 

At one New York company, it was said 
at the bureau, the girl employes have been 
forbidden the use of the telephone between 
9 o’clock and noon. Calls coming for them 
will go to the bureau, where they will get 
them at noon without interrupting the tele- 
phone service of their company and with- 
out cutting into their working time. 

The officials of the new service 
Charles E. Gardner, president; Lester D. 
Burton, vice-president; Chester H. Nor- 
ton, vice-president; Howard Reid, treas- 
urer, and Charles Garside, secretary. 


Plant men from all over the Norfolk 
district of the Northwestern Bell Tele- 
phone Co. in Nebraska were in attend- 
ance at the recent conference called by 
G. E. Baty, district plant superintendent, 
for the purpose of discussing the proper 
relationship of telephone lines to other cir- 
cuits, such as transmission lines, telegraph 
circuits and other company lines. Plant 
men were present from 21 exchanges, in- 
cluding two in South Dakota. 

Addresses were made by Mr. Baty, 
A. F. Mason and K. A. Hoblitt, division 
transmission engineers from Omaha head- 
quarters; V. R. Stow, district engineer ; 
F. A. Shade, district inspector; A. L. 
Sypult, chief clerk, and J. O. Young, toll 
wire chief of Norfolk. 





Six figures symbolizing telephone serv- 


ice have been designed for the facade of 


the new headquarters building of the New 
Jersey Bell Telephone Co. in Broad street, 
Newark, N. J. 

One of these is a lineman engaged in re- 
pairing storm damage during the winter; 
next a female figure using a “handset” tele- 
phone. Beside her is a telephone operator 
wearing a headset, and next to her a sub- 
scriber bends over a telephone directory. 
The fifth figure is that of a female office 
worker using a desk telephone set, and the 
last is that of a “trouble-shooter.” 


The manager of the classified ad depart- 
ment is not the only newspaper executive 
who has found the telephone a help in the 
production of business. Circulation man- 
agers have found the telephone equally use- 
ful in building-up subscription lists. 

A Chicago paper secured 23,852 new 
subscribers by telephone in 11 months, at a 
cost of only 42.2 cents each. “A three 
months’ check up,” says the National 
Printer Journalist, “showed that the girls 
who did this work secured subscriptions 
without premiums, less expensively and 
more easily than did soliciting crews who 
rang doorbells and gave away sets of 
dishes.” 

















Cooperation Between Plant and Traffic 


Smaller Telephone Company Organized Into Three Departments, Commercial, 
Plant and Traffic—Traffic Closely Associated With Patrons—Service Given in 
Proportion to-Condition of Equipment—Address From New York Convention 


Chief Operator, Allegany County 


The organization of the smaller teie- 
phone company is made up of three de- 
partments—the commercial, plant and ‘traf- 
fic. Each one is an equally important: fac- 
tor and has a large part to play in.the 
work of the mother company. The com- 
mercial department has charge of the 
finances of the company; the plant de- 
partment installs, removes and repairs all 
telephone equipment, and the traffic depart- 
ment operates the plant in use. All depart- 
ments must work together, with one object 
in view—the giving of good telephone sery- 
ice to an ever-demanding public. 

All public utility corporations under- 
stand the necessity of pleasant relations 
between their employes and patrons. They, 
also, stress the need of cooperation between 
the employes of the various departments. 

Our work demands the cooperation of 
all departments; but the successful coop- 
eration of the plant and traffic brings ad- 


ditional resources for the work of the 
commercial. The higher the grade o2f 
service by the traffic department, the 


greater the demand becomes. Additional 
equipment is installed by the plant depart- 
ment and more revenue is received by the 
commercial department to carry on the 
work. of the company. 

Traffic Department and Public. 

Of these three departments, we must 
remember that the traffic is most closely 
associated with our patrons. Our _ sub- 
scribers, once each month, pay their bills 
to the ctimmercial department. Many times 
checks are mailed, so they never come into 
direct contact with this department’s ein- 
ployes. The plant men call, occasionally, 
to make equipment repairs and restore in- 
terrupted service. 

It is the voice of the traffic department, 
however, which comes to them many times 
each day “in response to their signals. 
Whether their message is one of joy or 
sorrow, these same traffic employes stand 
ready to serve them. They are quick to 
sympathize and help in time of trouble; 
slow to leave their posts in time of dan- 
ger, and respond, cheerfully and willingly, 
to the demands made by their patrons. 

Traffic employes, usually, give good or 
unsatisfactory service in proportion to the 
condition of the particular equipment used. 
The service will reflect lack of cooperation 
between departments. Of necessity, it can- 
not fail to do so. If trouble is reported 
and plant employes do not give it the neces- 
sary attention promptly, the operator is 
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often blamed for faulty service, instead of 
the out-of-order circuit or telephone. This 
irritates the operator—you know we tele- 
phone people are only human—and this is 
sure to show in voice and manner of ad- 
dress almost as much as in direct speech. 
Report Trouble Promptly. 

Mrs. A wishes to telephone to Mrs. Bb. 
She signals the operator and is answered 
by a pleasant, “Number, please?” She 
gives her number; it is acknowledged vy 
a courteous, “Thank you,” and the connec- 
tion is made, quickly and accurately, and 
the number rung. Mrs. B does not answer, 
although she has, herself, asked Mrs. A to 
call her at this hour. Mrs. A turns frem 
her telephone with a feeling of disappoint- 
ment. A few minutes later, she again gives 
This 
time a feeling of resentment mingles with 
her disappointment. 

Sometime later, Mrs. A, upon answer- 
ing a ring from her telephone, finds Mrs. 
B on the line. They, immediately, discus: 
Mrs. A’s previous calls, and Mrs. B is very 
sure that her bell has not been rung. 

When their conversation is completed, 
Mrs. B flashes for the operator, and asks 
her to ring back on her line. She finds 
that her bell does not ring, so reports this 
to the “Trouble Operator.” 

The trouble is recorded on Form T 
1693, the notation made in the trouble re- 
port book, and the ticket sent to the plaut 
department. 

Soon after, Mrs. A again calls for Mrs. 
B, and the operator gives her the report 
that Mrs. B’s telephone is “Out of order.” 
Of course, this explains Mrs. B’s not ii- 
swering on her previous calls and her feci- 
ing of resentment now turns, from her 
friend, to the telephone company. Slie 
cannot see how they can have a telephone 
out of order for a whole morning with- 
out knowing that there was trouble, etc. 

Operator Is Blamed. 

The operator is then asked how soon she 
will be able to get Mrs. B, and she, of 
course, is unable to give any definite time. 
Mrs. A, finally, asks to be called when 
the telephone is working again, and bangs 
up her receiver in no pleasant frame of 
mind. She has a very unkindly feeling 
towards the operator, who has’ been 
obliged to give her the out-of-order report, 
although this young woman is in no man- 
ner responsible for the condition of Mrs. 
B’s telephone. 

In the meantime, let us follow our trou- 
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the same call, with the same result. 


Telephone Co., Cuba, N. Y. 


ble ticket through a well-maintained plant 
department. Our troubleman, in the smail 
office, is wire chief, lineman and general 
repairman. Soon after the ticket is, de- 
posited in the trouble ticket receptacle, Mr. 
Plantman comes in that 
is trouble on Mrs. B's telephone. 
He looks up his card and cable record 
for further information, and soon starts 
for Mrs. 


and finds there 


B’s home. Fortunately, this is 
bell trouble, which he 
quickly adjusts, and signals the operator 
for a test ring. 


only a case of 
In a few minutes, Mrs 
B’s telephone is reported “O. K.,” and the 
operator completes Mrs. A’s © D call 
order. 

Imagine Mrs. A’s surprise to find her 
self connected with Mrs. 
such a short interval. 


3's number after 
She talks with her 
friend and hangs up her receiver with a 
very different feeling toward the telephone 
company and all employes connected with 
it. She that no time has been 
lost in repairing the reported trouble and 
knows they are, really, interested in their 
subscribers. 


realizes 


Had this plant employe failed to coop- 
erate, left the trouble uncleared for several 
hours, or until the next day, this telephone 
user would still have felt that we cared 
only for our checks each month, and not 
at all for the comfort of our patrons. 

Plant Department Should Cooperate. 

It is very hard for any traffic depart 
ment to work with a non-cooperating plant 
department. Under the best conditions, 
when the heads of both departments are 
endeavoring to carry on their work effi 
ciently, many unpleasant things occur to 
mar the day's routine. 

I have, in mind, two men of the same 
p.ant department. One is willing to help 
in every way possible. His trouble is al- 
ways cleared promptly. If an emergency 
arises, he is ready to meet it. His man 
ager’s orders are completed on time. When 
a new telephone is to be installed, he often 
asks for the assignment of an order num- 
ber, so he can begin work, saying, “W< 
don’t know what trouble may be on in the 
morning.” 

The other is of the opposite type. If 
you ask him to help, he has a good excus¢ 
for not giving it. He is sure to have a 
few cases of trouble waiting for his atten- 
tion. New installations have to wait sev- 
eral days before he can get to them. In 
fact, one member of the traffic department 
said: “I thought the plant work had to 
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be about two weeks behind, as I have 
never seen it caught up before.” 

After one has been endeavoring to co- 
operate with a plant department of the lat- 
ter type, it is a real pleasure to work with 
the former. 

Loose connections are the cause of many 
traffic and plant misunderstandings. Re- 
ported cases of similar trouble, followed 
by tickets and repeated visits to the same 
telephone, only to find the instrument work- 
ing satisfactorily, often produce fricticn. 
Lack of cooperation on the part of the 
plant, in such a case, means a dissatisfied 
subscriber, and, perhaps, the loss of a tel- 
ephone station. Persistent effort will be 
rewarded, finally, and the trouble cleared 
to the satisfaction of all concerned. 

Traffic employes can aid the plant de- 
partment by making legible tickets on all 
trouble reported. Make such report in 
detail, and be sure that all items are corx- 
rect. 

Traffic employes should handle cords 
carefully. Always take hold of the shell 
of the plug when making a connection or 
disconnection, and, in no case, pull a cord 
out with a jerk. Report all switchboard 
trouble to the plant department, at once, 
for all out-of-order equipment has a detri- 
mental effect on the service given. All 
noisy connections, cords that cut out or 
do not ring, and cases of imperfect trans- 
mission and supervision, should be reported 
and repaired. Only in this way can equip- 
ment be kept working in an_ efficient 
manner. 

All changes in subscribers’ stations 
should be reported when made, and the 
completed orders filed with the chief oper- 
ator for the correction of traffic records. 
This eliminates many wrong number con- 
nections and complaints of service. We are 
all anxious to keep these at a minimum. 

When one thinks of the enormous busi- 
ness carried on by the telephone company, 
how much the commercial and home life 
of our country depend upon this utility, we 
realize how necessary is the cooperation of 
each individual employe. 

You are, undoubtedly, familiar with 
Kipling’s “Teamwork.” It applies so 
closely to our telephone family and their 
relation to one another, that I quote: 


“It ain’t the guns or armament, 
Nor the tunes the band can play, 
But the close cooperation 
That makes us win the day. 
It ain't the individual, 
Nor the army as a whole, 
But the everlasting teamwork 
Of every bloomin’ soul.” 


Illinois Association Holds Traffic 
Conference at Carrollton. 

In telephone trade association work the 
district convention has become an estab- 
lished method of maintaining working con- 
tact between the various elements of the 
industry. The Illinois Telephone Associa- 
tion inaugurated a new form of educa- 
tional activity by holding a distinctively 
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traffic conference at Carrollton, IIl., on 
Wednesday, July 11. This was a district 
conference devoted exclusively to traffic 
matters, and conducted by the general 
traffic supervisor of the association. 

The sessions of the conference were held 
in the parlors of the First Presbyterian 
Church, there being 56 operators and traffic 
supervisors in attendance. Excellent ad- 
dresses were delivered by Miss Marie Hall 
and Miss Gladys Hamilton, Jacksonville ; 
and Mrs. Mable Drummond, Nebo. 

A most remarkable degree of interest 
was displayed by the young women pres- 
ent in the work of the conference. Each 
one was assigned a topic and was asked 
to give one thought on the topic assigned 
to her. In each case this provoked a very 
interesting and profitable discussion. 

At noon those in attendance met with 
the prominent social and business leaders 
of the city of Carrollton at a luncheon 
served by the ladies of the First Presby- 
terian Church. O. G. Woods, Jacksonville, 
acted as master of ceremonies, and intro- 
duced Mayor Hubbard of Carrollton who 
welcomed the visitors in a very happy way. 
The response to the address cf welcome 
was given by Jay G. Mitchell, secretary- 
treasurer of the Illinois Telephone Asso- 
ciation. At the conclusion of the luncheon, 
the sessions of the traffic conference were 
renewed. 

It is believed that this form of asso- 
ciation activity is one of great value and 
one which will be developed and augmented 
in the future. 

Employes of Max Hosea Com- 
panies Enjoy Picnic. 
Approximately 400 employes of 50 tele- 
phone companies in central and northern 
Indiana and eastern Illinois, owned and op- 
erated by the Hosea interests, held their 
second annual picnic June 29 at Forest 

Park, Noblesville, Ind. 

Separate programs were given during the 
afternoon for the men, the women, the 
boys and the girls. 

A baseball game between the plant de- 
partment and the commercial department 
was won by the former by a score of 25 
to 23. 

Prior to the program of sports and 
games a chicken dinner was served—and 
it nearly broke up the program for some 
of the picnickers developed a huge appe- 
tite. However, there was enough chicken 
and to spare to satisfy the most voracious 
appetite. 

The entire program was under the man- 
agement of Max E. Hosea, who is general 
superintendent of all of the plants. His 
special guests were David H. Whitham, 
general contract agent for the Indiana Bell 
Telephone Co., William H. Beck, secre- 
tary and treasurer of the Indiana Tele- 
phone Association, both from Indianapolis ; 
Harold Ellsworth, of Greenfield, and Mr. 
Mullins, who represented the National 
Carbon Co. 
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Nearly 400 Were Present at This Outing. 


Ind., Recently. 


Group of Employes and Families of the Max Hosea Companies Who Attended Second Annual Picnic at Forest Park, Noblesville, 
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Troubles With Careless Troublemen 


Every Company Should Have Standard Plans and Specifications Covering 
Its Work—Advantages Derived from Schools for Training of Mechanics— 
Qualifications of Student Local Troublemen—Wages and Working Conditions 


Considerable comment has been made 
lately in various telephone publications re- 
garding the general inefficiency of tele- 
phone mechanics. There are many bun- 
glers to be found among this class of work- 
men, but I do believe that the average tele- 
phone mechanic should be rated higher 
than the average electrician, painter, 
plumber, carpenter or auto mechanic, even 
though his scale of wages is not always so 
high. 

I am of the opinion that the average 
wage earner who is compelled to work for 
his daily bread is fairly faithful to his 
employer and that he will do his best if 
agreeable working conditions are provided. 
1 base this opinion on several years’ ex- 
perience in telephone installation and main- 
tenance, and in the greater part with un- 
trained personnel. 

I have taken a gang of men, the ma- 
jority of whom were without any practical 
experience, and built a complete common 
battery system, from the installation of the 
central office equipment to the last ground 
rods at the subscribers’ sets. All work ex- 
cept the cable splicing was performed by 
these men, and the finished product was 
something of which to be proud. I have 
taken a gang of Filipinos who could speak 
or understand very little English and built 
telephone systems. I have worked a gang 
of Igorote head hunters tamed to the use 
of pick and shovel. I have worked 
Chinese who had to have a picture of 
everything before they could understand 
what it was all about. 


After working Orientals for a while the 
most bungling bunglers in this country do 
not seem so bad after all. Even our bun- 
gler generally knows on what side of a 
form concrete belongs when building man- 
holes, which was one of the slight mis- 
takes made by a gang of Filipinos for me 
one time. 

I do not intend to infer that a system 
of apprenticeship would not be a good 
thing in the telephone business, but I do 
not think that the period of apprenticeship 
need extend over a long time if the proper 
system of training is carried out. The first 
great care should be to select men who 
possess the necessary qualifications to make 
them desirable students in the telephone 
field. 

There are many individuals entirely un- 
suited for our needs, so time and effort 
should not be wasted on them if it can 
possibly be avoided. Others may possess 


the qualifications to develop into good in- 
side men and yet be entirely unsuited for 
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installation or outside trouble work. To 
be a success in telephone work a man must 
develop his powers of reasoning, which 
sometimes is called “circuit sense.” Trouble- 
men must work to a great extent on their 
own responsibility, so they must learn to 
think for themselves. 

In all except the smaller exchanges, I 
believe in having men highly specialized, 
for this is the age of specialists and there 
is not any room for the jack of all trades. 
Also a man can be trained in one specific 
task much quicker than he can acquire a 
general knowledge in the telephone busi- 
ness and it does not mean so much when 
he quits. While I do not believe in over- 
systematization, I do believe that many of 
the expensive mistakes made by men are 
due to the lack of some approved practice 
to follow, in the form of rules or spec- 
ifications. It has been stated that all rules 
are the result of someone’s mistake. In 
other words, someone makes a mistake and 
a rule is created to prevent its repetition. 

Every company, large or small, should 
have standard plans and specifications cov- 
ering its work, and should insist that they 
be carried out in principle if not in detail. 
Short-cut methods and temporary work, 
which is usually never made permanent, 
have a tendency to make good men care- 
less and will soon develop bungling tactics. 

While schools with the necessary text 
and equipment are to be preferred in train- 
ing men for any specific task, they are not 
always available to the exchange manager, 
who must, therefore, train students in the 
exchange on working equipment in con- 
nection with the regular force. The vari- 
ous methods of instruction will now be 
considered. 

Training in Schools. 

There is no doubt that a tremendous ad- 
vantage is derived from schools conducted 
for the training of telephone mechanics, 
and that a few months in such a school 
are equivalent to a much longer period as 
an apprentice. I approve especially of the 
schools that balance the practical with the 
theoretical; where the student has an op- 
portunity to apply his theory while it is 
fresh in his mind, causing it to register 
in such a manner as to leave a lasting im- 
pression. R 

A good example of such a school is one 
conducted by Automatic Electric Inc. 
for the purpose of training men for the 
installation and maintenance of automatic 
telephone apparatus. I have never heard 
of a man who attended this school for the 
allotted time and applied himself while 
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there, who did not come out a qualified 
automatic man and able to maintain an 
automatic telephone system to the satisfac- 
tion of the most fastidious. 

This school is so exacting in its methods 
that I have known a student to work all 
of one day on a certain piece of apparatus 
getting a correct adjustment. It was very 
easy for him to get an approximate ad- 
justment that to all appearances worked 
perfectly, but the specified adjustment was 
very difficult. By mastering it, the lesson 
was put over in such a manner that it 
would not soon be forgotten. This also 
helps foster a spirit of exactness in meth- 
ods which is always desirable in the 
maintenance of all telephone apparatus. 

Numerous plant and central office schools 
have been conducted by various large com- 
panies, and in most cases they have met 
with complete success. This all goes to 
indicate that a school, located so that it 
could be taken advantage of by men of 
the Independent field, especially 
office men, would be of great benefit. 
Proper instruction in schools also tends to 
create an interest in men for their work 
which is always beneficial. 

Training of Central Office Men. 

Regardless of whether the student comes 
te the company through a trade school or 
direct, he should first be instructed in the 
correct method of conducting routine tests, 
the object of which is to eliminate trouble 
reported and to determine that the appa- 
ratus functions satisfactorily. 

He should also be instructed in the 
method used in repair of switchboard cords 
and cleaning plugs. It is usually the best 
practice to remove all worn or frayed cords 
daily, for without a doubt the majority of 
troubles on a manual switchboard can be 
traced to bad cords, especially if they are 
not carefully maintained. This all-impor 
tant cord work is very good for breaking 
in the student on the new job. 

The student should also be instructed in 
the best soldering methods, and drilled in 
them until he is able to solder Connections 
correctly. He should be instructed in run- 
ning jumpers and reading the main frame. 
He should be given to understand that at 
no time will tinkering, experimenting with 
working equipment or guessing, be toler- 
ated. After these tasks have been mas- 
tered, the student can be worked gradually 
into the regulag central office trouble. 

Training the Local Troubleman. 

The qualifications of a student local 
troubleman, in addition to that of having 
adaptability of developing into a thorough 


central 


24 


TELEPHONY Vol. 95. No. 3. 































2. 1 VR 
3 3 Se a 
. at 
Yet St A | 
e YOWS er uton 
~ 4 = M hio. 
SS _ j a Stfuto 
SEI /. | SSAa.. » sf \ nig op 
Ie -~.4 SSS: oo s & Amhersitfid t! 
= SS <= | tages otifhe 
MC ———_— =" : just whaler f 
ae: sl to the telom 
oie : eee | — One thinggoma 
ak he si — FS |All —_ the telephiferst 
q aA $A ae 3000 shovwgpub 
+4 irtsttwa ee ae a _" them fregfuto 
“ cal > 23 eo rates obtaamh 
installatiogati 
public api en 
Fie F avy study of #nd | 
(i other adv@ St 
= Ws a” one fact oufftha 
Which, alife n 
3 Vis ing adoptigtess 
\ EE , pail | Factory andiPfice 
——_ Ser 
3 EX 
3 “A 
4 





























ee STROWGER h 








When writing to Automatic Electric Inc., please mention TELEPHONY 





TELEPHONY 





July 21, 1928. 








mm 2 a 

















* LTE ETO ETL L ET TT ETE TTT yyy LTE LT yee eee Tee ey 

























han 3,000 Inhabitants 
ic Operation Pays! 





[Hfhio, is typical of the large number of small towns which have adopted 
Stfutomatic operation, which pay profits in spite of the fact that a certain 
ngoperators are still retained for toll, information and similar services. 
rsitd that Strowger Automatic operation brings with it so many advan- 
otifhe one of local operator replacement, that it is difficult to say exactly 
hafr feature is the most pleasing to telephone users or the most profitable 
 tompany. 


bmatic operation brings is increased use of 
erst s 965 telephones in a town of less than 
public there likes dial telephones and uses 
utomatic operation also makes adequate 
mherst secured adequate rates with the 
atic equipment through the unanimous 
lenthusiasm for the bettered service. A 
d similar installations would reveal many 
Strowger Automatic operation, with the 
that these installations are all profit makers. 
_allffe most important reason for their increas- 
yptiffessi ve telephone organizations everywhere. 


latic Hlectric Ime. 


- andlices: 1033 W. Van Buren St., Chicago, U.S. A. 
Service Offices in All Principal Cities 
EXPORT DISTRIBUTORS . Partial view 


tdlasia -- Automatic Telephones, Ltd. 
~Auromatic Electric Company, Ltd. 


ing 
phi 
now 
Te 
ybta 
tid 
apy 
of : 
adv 
t of 

aff 





of switchroom 
at Amherst, Ohio. 












































UTOMATIC 


Jj When writing to Automatic Electric Inc., please mention TELEPHONY 

















26 


trouble-shooter, should be good appearance 
and the ability to meet the public in such a 
way as to make friends for the company. 
A student should be hired with the under- 
standing that he is to be retained per- 
manently as a troubleman, providing that 
his progress after a certain period is of a 
satisfactory nature. It is a waste to keep 
a man after he is found to be unsuited for 
this all-important work. 

The student should first be assigned to 
some experienced troubleman for instruc- 
tion purposes. This instructor should have 
the patience to explain in detail all the test- 
ing methods used and the short-cuts and 
quick methods used to locate and clear 
trouble. A good, sound routine, well-drilled 
in, saves the more expensive guessing 
miethods which starts so many students off 
wrong. A good troubleman can usually 
observe an installation that is in trouble 
and decide the first place to test according 
to conditions; and in the majority of cases 
he will know approximately where the 
trouble is before any tests are made. 

After the student has been with the in- 
structor a suitable period, he is ready for a 
“solo flight” and to try things out for him- 
self. A careful check should be made of 
his work for a few days to see that he 
does not slide into a tail spin. If the in- 
struction period has covered everything in 
a thorough manner with the right type of 
instructor, he will seldom meet with any 
difficulty; of course, his speed and effi- 
ciency will gradually increase over an ex- 
tended period of time. 

A complete trouble record should be 
maintained by the wire chief. An unusual 
amount of repeated trouble will indicate 
that the student is not progressing as he 
should and that his methods should be 
checked up on. In fact, it is a good idea to 
give each troubleman a monthly rating 
based on the number of cases of trouble 
cleared and the percentage of repeaters 
showing up within an allotted time. Of 
course, a repeater is not always the fault 
of the troubleman but this can usually be 
determined. 

I have never been in favor of a trouble- 
man making extensive repairs on an instru- 
mient at a subscriber’s residence but would 
rather the instrument be replaced by a 
serviceable one and repairs made in the 
shop. A troubleman should be courteous 
at all times and be willing to listen to the 
subscriber’s own version of the trouble, 
ever remembering that the subscriber is 
always right. 

Training Substation Installers. 

The conveyance used by the troublemen 
should be equipped with suitable weather- 
proof receptacles capable of holding, be- 
sides his tools, a day’s supply of all spare 
parts to prevent the waste of time on fre- 
quent trips back to the storeroom. The 
life of a local troubleman can be very 
interesting if he takes the proper attitude 
toward his work. 

Student installers, like troublemen, should 
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be selected as having a natural ability for 
the work. A standard specification should 
be worked out to meet the requirements of 
the company and local conditions. These 
will be of great benefit to the student in- 
staller, if he is made familiar with the 
object of doing a thing a certain way. For 
example, if it is specified that lightning 
arresters are to be placed at least six feet 
above the floor, the student will not make 
the common mistake of placing them lower, 
where they can be tampered with by 
children. 

A student installer, unless he is unusually 
quick to learn, should be assigned to an 
installer instructor for a much _ longer 
period than a troubleman. In a medium or 
large exchange, I believe in the two-man 
installation crews, and in this case the 
second man can be a student. In some 
cases, a three-man crew can be used on a 
truck to good advantage, especially if the 
exchange area covers a large territory, 
making a lot of line work necessary on 
most installations. 

At least a percentage of all installations 
should be inspected. Anything found which 
might cause trouble should be corrected 
immediately. Anything found not con- 
forming to the practice of the company 
but serviceable can be allowed to remain, 
but the installer should be advised and 
instructed as to how this objection can be 
overcome in future orders. Knowing that 
each installation may be inspected will 
cause men to keep more alert and make 
an effort to have each job pass inspection, 
and this will result in a higher class of 
work and less trouble. Men should be com- 
mended for good work as readily as criti- 
cized for carelessness. 

Training Cable Splicers. 

Probably the most difficult job of tele- 
phone work to train men for is cable splic- 
ing. Very few men make good cable 
splicers, and fewer still care to try to learn 
the trade. The average man is afraid to 
handle hot metal; and if he is not so at the 
start, he usually becomes so after being 
burned a few times. Unless a man works 
at cable splicing continually, he usually gets 
stale and his work falls below the standard 
and bad splices result. 

For the smaller companies which do not 
have enough cable work to keep a splicer 
busy all the time, cable splicing is quite a 
problem. The logical solution for this 
would appear to be for several of such 
small companies in a certain district to 
hire a splicer between them. The objec- 
tion to this is that in nice weather they 
might all run for weeks without the need 
of a cable splicer’s services, and then a 
storm coming along all will need one at 
once. 

Strange to say it is very difficult to hire 
a cable splicer for even a short job in most 
localities. With the present low prices on 
cable, there will most likely be much more 
strung in many exchanges to replace open 
wire within the next few years. This will 
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increase the cable work and permit more 
companies to keep a cable splicer on their 
payroll. It seems that a school for cable 
splicing could also be conducted. 
Working Conditions. 

I do not believe in sweatshop methods 
in any business and most certainly not with 
telephone mechanics. Stormy, disagreeable 
weather when the work of most concerns 
is lightest, is the busiest time for the tele- 
phone man. Workers in the telephone ex- 
change are usually carried on the monthly 
basis and are subject to call at all times 
usually without overtime. In a case like 
this, when a man works overtime he should 
be given time off for it on slack days in 
nice weather. 

This and many other ideas can be worked 
cut without expense to the company and go 
far toward improving the morale of the 
men. I realize that a general increase in 
wages over the present scale with the rates 
now in effect would bankrupt a large per- 
centage of the Independent companies. An 
employe should not receive an increase in 
salary unless he earns it. In other words, 
if a salary is increased $10 per month, the 
employe should earn $10 plus a reasonable 
profit to the company. 

An efficient telephone mechanic can earn, 
and should receive, a wage at least equal 
to a wireman, carpenter, or plumber. I do 
not mean the bungling, guessing kind of 
troublemen who are common in some ex- 
changes today but one who can go out and 
install a telephone in a workmanship like 
manner, and clear a case of trouble that 
stays cleared. The use of cheap labor in 
piace of skilled is often an expensive prop- 
osition. Hiring a cheap mechanic to over- 
haul a car, many times costs more than 
having the work performed by the most ex- 
pensive garage in town. 

A man can be started at a student’s wage 
and increased gradually as his usefulness to 
the company increases, until he has reached 
a point where he is making a living wage 
and is valuable to the company. If a man 
does earn a living wage, he values his 
position more; will strive to hold it by do- 
ing satisfactory work. This all goes to 
make a smaller labor turnover besides the 
many other advantages to the company. 

For example, a well-qualified man in an 
exchange who might demand a monthly 
salary of $150.00 per month, would prove, 
if really efficient, a much better investment 
than hiring two bunglers at $75.00 each 
per month. The bunglers would be a poor 
investment, even if they worked gratuitous, 
due to the damage they might do to appa- 
ratus and to the public’ opinion of the 
company. 

There is a saying that “Good tools make 
good workmen,” and there is perhaps no 
place that this is any more true than in 
the telephone exchange. A company should 
first hire good workmen and then provide 
them with good tools and _ material. 


Herbert Hoover has repeatedly pointed to 
the waste in industry and stated that in the 
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Some of Those in Attendance at Annual Convention of Independent Telephone Association of Washington, Which Was Held at North 
‘ Bend, Wash., on June 22 and 23. 


manufacture of certain articles a waste as 
high as 41 per cent has been found. Al- 
though the waste in the telephone industry 
may not reach a height near this figure, I 
am sure that wasteful methods do exist in 
some exchanges. 

It is estimated that a certain automobile 
manufacturer employs 10,000 men 
every day and with his present output, if 
tools and methods of 20 years ago were 
used, he would be required to employ about 
two million workers. Of course, the same 


now 


ratio will not apply, but it is true that a 
gang of men making use of present tools 
and methods can set many more poles than 
the same gang can with the tools and meth- 
ods of 20 years ago. Also in some cases it is 
cheaper to buy new equipment than it is to 
maintain apparatus which has outlived its 
usefulness. 

Working conditions are improving daily 
and things are happening now that were 
unheard of a few years ago. The other 
day I visited a large exchange and was 























pletely exhausted. 


cord handling. 
on, but I have said enough. 
office to talk over the situation. 


somewhere. Find the answer.” 





| and finding the answers. 


| the public is also the loser. 


Something Wrong Somewhere | 


By Miss Anne Barnes, 
Traveling Chief Operator, Iowa Independent Telephone Association, 
Des Moines, lowa 


I am thinking today of a very poorly managed telephone company which 
I once visited. The poor management or rather the lack of any management, 
| was reflected in the service rendered by the employes in general. 
It was what might be termed lackadaisical service, in this way: 
| about the place seemed to know or care whether there was a sufficient supply 
| of tickets on hand until suddenly it was found that the supply was com- 
The board was dismantled in parts to take care of present 
| needs, until the required material could be ordered, and when it did arrive 
the dismantled part remained dismantled. 
No matter how handicapped operators were, owing to a shortatge of cords 
during the busy period, as soon as cords were mended or replaced, they pro- 
ceeded to shove and jerk the life out of them. 

In fact, about the only energy I saw expended about the place was in the 
The water faucets leaked; the waste baskets were 
wasted toll tickets, and the curtains hung by a thread. 


The first day I visited this exchange, the manager called me into his 
As he sat there with his feet hoisted on top 
of a cluttered desk, his concluding remark was, “There is something wrong 


Nearly all of us can recall a time when we enjoyed working out puzzles 
3ut we found no interest in the easy puzzles. 
that is the way I felt about this man’s puzzle. 
was a muddle and he was the reason for it. 
MORAL: When a man goes into business for himself, if he is a poor 
manager, this is his own risk. He is the loser. 
sponsibility of operating a telephone exchange, and fails, not he alone, but 


“No failure but low aim is crime.”—Lowell. 


No one 


full of 


I could go on and 


Well, 


There was no puzzle. . There 


When he undertakes the re- 

















surprised to find a restroom for the plant 
men. Not long ago this would have been 
considered a foolish waste as plant men 
were not supposed to have any rest. This 
make 
there are 
men late in the morning, for they like to 
come early and sit 
notes urttil 


no doubt, will 


the idea. I 


company, money on 


understand fewer 


around and compare 
work. It 


makes an excellent place to write up re- 


time to go to also 
ports and for plant meetings of any kind; 
besides it eliminates the old practice of out 
side men congregating around the crowded 
terminal and test rooms. 

We are living in a progressive age with 
conditions changing more rapidly in the 
telephone industry than they have at any 
time during the last 50 years. If the me- 
chanics of a certain company are not keep- 
ing up with the times, it may be the fault 
of men who are not big enough for their 
jobs, or it may be the fault of those in 
charge in not providing up to date equip- 
ment, methods, working conditions and in- 
struction. 

No company or individual ever stands 
still; we either go forward or slide back. 
We should all go forward, and if there are 
any bunglers who can not keep up with the 
big parade, then they had better fall out 
and join a slower procession. 
Telephones from England to Java, 

About 7,000 Miles. 

Recently a radiotelephone conversation 
took place between the Secretary of State 
for Dominion Affairs at London, England, 
and his under-secretary at Java, Batavia, 
a distance of about 7,000 miles. The call 
was made over a trunk line from London 
to Amsterdam, and was then transmitted 
by bean radiophone to Batavia. 


Telegraph and Telephone Service 
in Republic of Haiti. 

There are now 1,490 miles of telegraph 
and 4,608 
operation in the Republic of Haiti, as com- 
pared with only 950 and 2,860 
respectively, in 1924, 


miles of telephone wires in 


miles, 














Personal Notes from ‘the Field 





Frank T. Singleton, of Martinsville, 
Ind., has been reappointed by Governor Ed 
Jackson of Indiana, to another four-year 
term as a member of the Indiana Public 
Service Commission, beginning July 1. Mr. 
Singleton is expected to retain for the time 
being his post as chairman of the commis- 
sion, in which capacity he has served in 
the last year. 

In making the announcement, the gover- 
nor commended the work of the commis- 
“TI feel,” he said, “that the commis- 
sion as it is now constituted has the confi- 
dence of the general public more than at 
any recent time in the state’s history.” 

Mr. Singleton first was appointed July 1, 
1924, by Emmett F. Branch, then governor 


sion. 


and Mr. Branch was one of the many who 
recommended his retention. 

For 20 years Mr. Singleton was a news- 
He served 
Republican 
Editorial Association for several years and 
long had been active in political and civic 
affairs of his community. He was post- 
master at Martinsville and was a delegate 
to the recent Republican national conven- 
tion at Kansas City. 

C. A. Shock, of Sherman, Texas, vice- 
president of the Northern Texas Telephone 
Co. is now getting back in harness after a 
six weeks’ illness which included three 
weeks in a hospital following an operation 
for appendicitis. 

W. J. Wisner, wire chief for the Okla- 
koma Telephone Co. at Barnsdall, Okla., 
has resigned and will be employed by the 
Standard Telephone & Telegraph Co. as 
plant supervisor with headquarters at 
Mannford, Okla. Mr. Wisner will be suc- 
ceeded at Barnsdall by Orville Seigel, who 
has been manager of the Oklahoma com- 
pany's property at Ramona, Okla. 


paper publisher of Martinsville. 


as secretary of the Indiana 


Miss Hemma Frazier, who has been 
commercial manager and chief operator for 
the Oklahoma Telephone Co. at Barnsdall, 
Okla., since May, 1927, has been appointed 
general traffic supervisor with headquar- 
ters at Hominy, and will take up her new 
work August 1. Miss Frazier is succeeded 
at Barnsdall by Mrs. Sylvia Clark, of the 
Barnsdall traffic force. 


Obituary. 

C. H. Herreid, of Aberdeen, S. D.. 
vice-president of the Dakota Central Tele- 
phone Co., former governor of the state and 
one of the Outstanding figures in South 
Dakota history and development, died sud- 
denly July 6 at the age of 71 years. He 
was stricken with ptomaine poisoning 
shortly after his return to Aberdeen from 

visit in Minneapolis. 

He was born of Scandinavian parents 
October 20, 1857 in Dane county, Wiscon- 
sin, where his early life was spent and 


later at Galesville, Wis., where he attended 
college, read law a year and won his de- 
gree in law at the University of Wiscon- 
sin in 1882. He was married that year 
to Jeanette E. Slye of Mindoro, Wis., and 
they went to McPherson county, S. D., 
where they made their home. 

He served as state’s attorney, county 
judge and gradually advanced in the po- 
litical councils of the Republican party, 
serving as lieutenant-governor from 1893- 
1897 and the following two years was 
chairman of the Republican State Central 
committee. He was elected governor in 
1900 and re-elected in 1902. 

Mr. Herreid’s opportunity to establish 
himself in the state’s commercial affairs 
came in 1893, following the agricultural de- 
pression of that period when land was 
cheap, and he assumed large acreages 
which upon the upswing established him 
financially and opened the way to many 
ventures, among which was the telephone 
system in which he was a pioneer and one 
of the largest investors. 

Judge C. A. Stueve of Wapakoneta, 
Ohio, and president of the Telephone Serv- 
ice Co. there, died recently at his home. 
He was born in 1855 in Minster, where he 
received his education and moved to Wa- 
pakoneta after he had been admitted to the 
Ohio bar. 

Judge Stueve was active in public serv- 
ice of his community, having at one time 
served as mayor. At the time of his death 
he was vice-president of the Peoples Na- 
tional Bank of Wapakoneta, vice-president 
of the Democratic Printing Co. and vice- 
president of the Abner Manufacturing Co. 
of Wapakoneta. 

Fred C. Mendeck, commercial super- 
intendent of the Whittier Home Telephone 
& Telegraph Co., Whittier, Calif., died 
suddenly on Friday evening, July 13. He 
had played tennis after work and when he 
arrived home complained of pains in his 
side and breast, and passed away while re- 
ceiving treatment. The many flowers re- 
ceived evidenced the high regard in which 
he was held by the people of his com- 
munity. He is survived by his wife, a 
small daughter and a small son. 

Mr. Mendeck was born in Texas 50 years 
ago. He began the study of accounting 
when he was 22 and from 1904 to 1909 was 
chief accountant for the Haskell-Profit 
Haskell, Texas. In 
1910, having completed his senior year at 
the Stamford Junior College, Mr. Men- 
deck began teaching science and mathe- 
matics in the public schools. 


Telephone Co. of 


He continued 
this until 1914, when he organized a com- 
mercial college at Grand Saline, Texas. in 
which courses in advanced accounting were 
given. 


Ill-health necessitated cessation of mental 


28 


activity for four years until the latter part 
of 1918, then Mr. Mendeck returned to tele- 
phone work. In October, 1919, he became 
chief accountant for the Whittier Home 
Telephone & Telegraph Co., later becom- 
ing commercial superintendent, which posi- 
tion he held until his death. He also served 
as auditor for the Whittier company. 

















Fred C. Mendeck, Who Served as Com- 
mercial Superintendent of the Whittier 
Home Telephone & Telegraph Co., Died 
Recently at His Home in Whittier, Calif. 


Mr. Mendeck for a number of years has 
been the chairman of the California dis- 
trict, western section, accounting division 
of the United States Independent Tele- 
phone Association, and was well known as 
an exceptionally fine accountant. 


Frank Runyan, supervisor of mainte- 
nance of the Oklahoma Telephone Co., 
Hominy, Okla., died July 11 from the effect 
of a cerebral hemorrhage suffered Friday 
evening, July 6. Funeral services were 
conducted in Hominy on July 12, and the 
body was shipped to Jewell, Kansas, his 
birthplace, where interment was made near 
his parents and other members of his fam 
ily. He is survived by his widow and two 
sons. 

Mr. Runyan had been with the Oklahoma 
Telephone Co. since July 20, 1927, and was 
a valued employe, not only on account of 
his ability, but also on account of his very 
fine personal character. 

Mr. Runyan was in the telephone business 
a good many years and was well acquainte« 
all over the Southwest, especially in Mis 
souri, Kansas, Oklahoma and Texas. For 
a long time he was associated with H. N 
Faris in installation and maintenance work 
for the Kellogg Switchboard & Supply Co 
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‘P&H Process” 
8”, 25’ Northern 
White Cedar 
poles in lines of 
Elyria Telephone 
Co., Elyria, Ohio 























eater Amount of Free Oi I 
in P&H Process” Poles 


HE individuatized ‘‘-P & H Process’ of Butt-Treatment 


produces four distinct results — deeper penetration of 
preservative, more uniform penetration, more uniform saturation and 
greater amount of free oil in the groundline area. 


These are but a few of the reasons why “‘P & H Process” poles are better poles, 
a fact recognized by representative pole users who have made thorough investi- 
gations. A written guarantee of full sapwood penetration to a depth of one-half 
inch is given with every ‘P&H Process” Pole. 


Prompt shipment on all cedar pole needs—Northern White Cedar or Western 


Red Cedar. : ; 
“Still in the Lead”’ 


PAGE 48D HILL CO. 


MINNEAPOLIS, MINN. 


New York, N. Y., 50 Church St. Chicago, IIl., 19 So. La Salle St. Dayton, Ohio, 854 Reibold Bldg. 


e } Kansas City, Mo., 517 Pioneer Trust Bldg. Omaha, Neb., 734 Electric Bldg. 3 


When writing to Page and Hill Co., please mention TELEPHONY. 











South Dakota Pioneer Town Automatic 


Mobridge, S. D., Has 400 Lines of Strowger Automatic Equipment Cut Into 
Service on June 23—Eighth Automatic Installation of the Dakota Central 
Telephone Co.—Details of Company's New Telephone Building and Equipment 


Advertising Department, Automatic Electric Inc., Chicago 


Twenty years ago nothing but a few rail- 
road buildings marking the western ter- 
minus of the tracks of the Chicago, Mil- 
waukee & St. Paul Railroad, occupied the 
site of the city of Mobridge, S. D. The 
Missouri River intervened at this point to 
prevent further extension of the railroad 
until a long railroad bridge could be con- 
structed. A ferry at that time was the 
only means afforded travelers of crossing 
the wide river and penetrating into the 
country to the westward. 

Since that time, not only has the railroad 
bridge been constructed, enabling the St. 
Pau! railroad to extend its trackage clear 
to the Pacific Coast, but a substantial and 
cqually long automobile bridge has also 
been erected, which provides ample facili- 
ties for the constantly-increasing stream of 
motor tourists who make use of this north- 
ern route to visit the Black Hills and Yel- 
lowstone Park regions during the summer 


season, 


Jeing the division point for the railroad, 
and also the center of an extensive ranch- 
ing and wheat-raising area, the town of 
Mobridge (meaning Missouri Bridge) has 
made rapid strides, and now numbers some 
4000 people. Although several of the larg- 
est Indian Reservations in the United 





By C. I. Kuppinger, 





Attractive Spanish Type Telephone Building, of the Dakota Central Telephone Co. at 
Mobridge, S. D. 


States are located nearby, more automo- 
biles are seen on the streets of Mobridge 
than cow ponies, which, together with the 
well-kept and up-to-date stores, attest to 
the town’s modernity and progressiveness. 

That this opinion is shared by the Da- 
kota Central Telephone Co. is evidenced by 
the fact that Mobridge was picked to be the 
next of that company’s extensive proper- 


meena’ 





General View of Strowger Automatic Equipment Installed in the Dakota Central Tele- 
phone Co.’s Exchange at Mobridge, S. D. 
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ties to be converted to Strowger automatic 
operation. Back in 1905, when automatic 
telephone operation was still in its first 
stages of application, the late J. L. W. 
Zietlow, then president of the company, 
and W. G. Bickelhaupt, then its secretary 
and treasurer and now its president, felt 
that they saw the handwriting on the wall 
as to the future trend of telephone opera- 
tion. With the courage of their convictions 
they adopted Strowger automatic operation 
for the city of Aberdeen, S. D., which was 
then, and still is, the headquarters for the 
company. It that 
since then the company has adopted it for 


proved so successful 
seven more of its largest properties, Mo- 
bridge being the latest to be converted. 


The other exchange of the Dakota Cen- 
tral company now using Strowger auto- 
matic operation are located at Aberdeen, 
Mitchell, 
Pierre and Tyndal. J. F. 
the founder of the company, is general su- 
perintendent and is actively associated with 
Mr. Bickelhaupt and W. J. Brazell, the 
general manager, in the direction of the 
business. The Dakota Central Telephone 
Co. now owns and operates some 105 ex- 


Huron, Madison, Watertown, 


Zietlow, son of 


changes, and is considered to be one of the 
strongest and most successful telephone op- 
erating organizations in the Middle West 

The cutover to automatic operation at 
Mobridge took place shortly after midnight 
on Saturday, June 23. Because it was de 
sired to continue using the same main 
frame, double jumpers had been run in 
and operations to remove the old ones and 
solder the new ones to the terminals wer« 
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THIS picture of the Columbia 
Gray Label Telephone Dry Cell 
is almost life size, so you can read 
the label. What you see on it is 
justly and fairly representative of 
the cell. It speaks for itself with a 
promise that is exceeded by its 
performance. Order a box and 
prove for yourself that the 
Columbia Cell provides telephone 
service at less cost per month of 


service. 

NATIONAL CARBON CO., INC. 
New York Chicago San Francisco 
Atlanta , Kansas City 





Unit of Union Carbide and Carbon Corporation 






Columbia 


Telephone fatteries 
Best by test—they last longer 

















When writing to National Carbon Co., please mention TELEPHONY 





begun about 10:30 p. m. The whole pro- 
cedure was completed in record time, how- 
ever, and when the automatic line switches 
were finally cut into operation, not a single 
inside trouble was found. Two 
or three subscribers’ lines had to be tem- 
porarily disconnected because the old tele- 
phones had not as yet been replaced due 
to absence of the The perfect 
condition of the outside plant, in spite of 
a week of almost continuous rain, was due 


case of 


owners. 


to the fact that the larger percentage of 
it had been completely rebuilt before the 
cutover. 

Those representing the Dakota Central 
Telephone Co. at the cutover were J. F. 
Zietlow, general superintendent; Wm. Mc- 
Laughlin, construction superintendent ; Sam 
Nelson, automatic supervisor; W. J. Hays, 


maintenance supervisor; M. W. Clute, 
manual installer; and G. Griffith, local 
manager. Representing Automatic Elec- 


tric Inc., of Chicago, which company man- 
ufactured and installed the automatic equip- 
ment, were A. C. Stratton, C. I. Kuppinger 
ard Carl Pracht, the latter having had 
charge of the pre-cutover preparations. I. 
P. Olson, installation foreman, was re- 
sponsible for the excellent installation work 
on this job. 

The equipment at Mobridge consists of 
400 lines of Strowger automatic apparatus, 
300 of which are straight line and 100 are 
yarty line. These serve at present 506 tele- 
phones. Plunger-type line 
used. The selectors and connectors, to- 
gether with special equipment are mounted 
on the new type combination trunk board. 
On this board the connectors are on one 
side, while the first and second selectors, 
reverting call switches, toll transmission 
train switches and other special switches 
are on the other side. 

A combination two-panel power board 
and supervisory panel is furnished. The 
ringing is non-multiple harmonic, the 
cycles used being 20, 30, 42, 54, and 66 
cycles. The ringing sets are in duplicate 
providing for uninterrupted service should 
one or the other set become inoperative for 
any reason. The full float scheme of bat- 
tery charging is used, with automatic volt- 
age control. The direct current is fur- 
nished by a diverter pole motor-generator 
set operating from 220-volt, three-phase 
commercial current. Its output is 20 
amperes at 50 volts. The storage battery is 
located in a special room in the basement. 

There are several toll lines and two rural 
lines operated from this office. In the near 
future these will be handled, together with 
information, complaint repair services, 
trom a special two-position board soon to 
be installed. This board will be manufac- 
tured by Automatic Electric Inc. A tur- 
ret-type test desk is also part of the pres- 
ent installation and was cut into operation 
with the rest of the equipment. 


switches are 


As shown by an accompanying illustra- 
tion, the exchange building is of substan- 
tion construction and of attractive Span- 
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ish design. It is located in the business 
section of the town, but one block from the 
main street. Attractively finished office 
space is provided in the front of the build- 
ing, separated from the equipment room 
by partitions. The basement is cemented 
and provides space for a special battery 
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Power Board in Automatic Exchange of 
Dakota Central Company at 
Mobridge, S. D. 


room, coal room, furnace equipment and . 


some storage space. 

30th the building and the equipment it 
houses are a credit to any town, and the 
citizens of Mobridge should feel proud of 
the fact that their telephone facilities are 
row thoroughly modern and on a par with 
the best. 


Business of Bell Telephone Co. of 
Canada Above Expectation. 

Earnings and new business of Bell Tele- 
phone Co. of Canada, so far this year, have 
shown a greater gain than had been an- 
ticipated. Estimates of net increase in tele- 
phone installations for 1928 over last year 
had been placed at between 38,000 and 
40,000 or around the same increase made in 
1927. Indications are that this figure will 
be bettered. 

Revenue from long distance calls also 
has been greater than expected. Last year 
a gain of $968,000 was reported. Progress 
in long distance business is attributed partly 
to improved operating methods and better 
mechanical equipment, but for the most 
part, to business expansion in Canada. 


Strowger Automatic at Sao Paulo, 
Brazil, Cut Into Operation. 
Palmeiras office, the first step in the con- 
version of Sao Paulo, 
automatic operation, 


3razil, to Strowger 
Was cut over on 
july 15, 1928, in the presence of a large 
group of interested officials. This office 
consists of 5,000 lines of equipment, with 
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au ultimate designed capacity of 10,000 
lines. It serves a high grade residential 
section of the city and forms a part of 
what was formerly the Cidade office area. 
The equipment was manufactured and the 
installation supervised by Automatic Elec- 
tric, Inc., of Chicago, Ill. 

The Brazilian Telephone Co. owns and 
operates the telephone system for the city 
ot Sao Paulo, as well as a large number 
of other exchanges throughout eastern 
Brazil. It plans eventually to convert the 
entire telephone system of Sao Paulo to 
Strowger automatic operation, the next 
step in this program being the cutting over 
of Central office, which is to be installed 
upon completion of the new Central office 
building. 

This office will have 7,500 lines of pres- 
ent equipment with an ultimate capacity oi 
10,000 lines, and when completed will bring 
the total number of lines of automatic 
equipment for the city up to 12,500 lines. 
The Central office building is designed to 
eventually house five offices of 10,000 lines 
each, or a total of 50,000 lines. Working 
in conjunction with these two automatic 
offices will be three manual offices, inter- 
connection being effected by means of call 
indicator equipment, also 
Automatic Electric, Inc. 

Sao Paulo is the second largest city in 
Brazil, having a population of over three- 
quarters of a million. At present there 
are over 23,000 telephones in use in the 
citv, and this number is being added to 
rapidly to keep pace with the growth of 
the city. Located approximately 300 miles 
tu the west of Rio de Janeiro, it is the 
center of one of the largest coffee raising 
districts in the world; besides which, sugar 
and bananas are raised in abundance. The 
city is located some 50 miles inland, its 
port of entry being the seaport of Santos. 

The entire outside telephone plant is be- 
ing reconstructed in accordance with the 


furnished by 


latest and best practices, and is also being 
greatly extended. The city of Sao Paulo 
is considerably spread out and for this 
reason great care is being taken to have 
the best construction and design, both for 
outside and plant, in order that 
transmission will be up to the best stand- 
ards of American practice. It is felt that 
with the completion of the present pro- 
gram of telephonic improvement, Sao Paulo 
will be equipped with a telephone system 
that will do full credit to it as one of the 
most important of the progressive cities of 
the South American continent. 


inside 


A. T. & T. System Adding Tele- 
phones at Rate of 51% Per Cent. 
During the first six months of this year 


approximately 375,000 telephones and 


$125,000,000 of plant and equipmert were 
added to the Bell system, increasing by 5'2 
per cent the number of telephones and by 
8 per cent the plant and equipment in use 
during this period as compared with the 
same period last year. 
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ASSOCIATED TELEPHONE 
and TELEGRAPH COMPANY 


KANSAS CITY CHICAGO NEW YORK 
AUTHORIZED CAPITAL 


$18,000,000 


PAID-UP CAPITAL 


OVER $8,000,000 


HE ASSOCIATED TELEPHONE AND TELE- 

GRAPH COMPANY, which is owned by British 
and American Interests, undertakes outside of United 
States of America: 

1. Engineering, Construction, 
and Operation of 
Installations. 

2. The Examination, Negotiation and Acquisi- 
tion of Telephone Concessions. 

3. Financing Telephone Operating Proper- 
ties, or Extensions to Existing Plant. 

THE ASSOCIATED TELEPHONE AND TELE- 
GRAPH COMPANY and its Allied Companies cwn 
and manage directly or indirectly upwards of 300,000 
Telephones, and are connected with important British 
and other Manufacturing and Financial Interests 
throughout the World. 

Bankers in London 

Westminster Bank Limited 
Bankers in U. S. A. 


Commerce Trust Company, Kansas City, 0. 8. A. 
Harris Trust and Savings Bank, Chicago, v. 8S. A. 
London Consulting Engineers: W. W. Cook & Partners 
Winchester House, Old Broad Street. London, E.C. 2 
London Financial Agents: Theodore Gary and Company, sone 
Stafford House, Norfolk Street, Strand, London, W.C 


Management 
complete Telephone 























Where FAHNESTOCK 
Goes — Profit Grows 








FAHNESTOCK 
PROTECTOR 
MOUNTING 2-B 


AHNESTOCK weupasten Mounting 2-B, widely used by 
Telephone Companies for the protection of line circuits 
and instruments. It is made for six and ten wires and 
will take line fuses and arrestors supplied by the Graybar 
Electric Co. and other manufacturers. The six wire mount- 
ing fully equipped is illustrated above. All parts are made 
from the best bronze obtainable and are assembled and 
screwed securely to a base made of the highest quality 
of porcelain. Special Fahnestock Clips assure tight elec- 
trical connection without soldering. 
Prices on Application 


FAHNESTOCK ELECTRIC COMPANY 


Long Island City, N. Y. 
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Wej-Lock Anchors are made in 
the following sizes for the strains 
made of certified malleable iron. 
installed in an 8” hole, spreads 

| to 20” (4 wing) equipped with %” rod and carries 
b a 16,000 load with safety. yA 
No. 20 is installed in a 6” hole, spreads to , 
16” (4 wing) equipped with %” rod and 
carries a 10,000 load with safety. pj 
No. 10 is installed in a 6” hole, 
spreads to 16” (2 wing) equipped 
wae oh. gos carriesa 6000 y 
oad with safety. spread b o 
We furnish all sizes fitted JO ine the thread 
with rods of any length through the lower 
required. Every anchor guar- \ block, thus forcing 
anteed to be as represented. the wings out and up 


into the solid earth. 


anchors are 











Made of malleable iron, gal- 
vanized, 


? Wej-Lock boltiess clamps hold till 
oD the cable breaks without a slip. ° 
not damage the cable. Are installed in 

a few seconds. 


Made for %”, 6/16”, %” and %” cable. 


Man ufact ured By 


Wrz LOCK MANUFACTURING Co. 
Winterset. lowa 
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HE Preece Test, universally re- 
cognized as the standard method 
for determining the uniformity 


Crapo ©) 


Galvanized of galvanized coatings, is adhered to 
religiously in the manufacture of all 
Products Crapo Galvanized Wire. Each day 
hundreds of these tests are run to keep 
CeO constant check on all wire in the pro- 

cess of manufacture. 
Telephone and @rapo Galvanizing Process not only 
Telegraph Wire  insuresa uniform coating but likewise 

one of substantially pure zinc. 
co) ve 


Representative Supply Jobbers are prepared 
to fill your requirements for Crapo Galvan- 
ized Wire and Strand on instant notice. 


Steel Strand 


Indiana Steel and Wire Company 
Muncie, Indiana. U.S.A. 


“I saw it in TELEPHONY.” 
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It is a mark of distinction to say, 
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The net earnings for the period were 
$79,543,682 as against $74,686,873 for the 
corresponding period of 1927, an increase 
of $3,856,809, or 5.17 per cent. After de- 
ducting interest and dividend charges the 
balance is $18,630,287 as compared with 
$16,050,617 in 1927. 

The statement of earnings of the com- 
pany for the first half of 1928 follows: 


6 months 6 months 





ending ending 
June *June 
Earnings: 30, 1927. 30, 1928. 
Dividends ...$ 48,945,090 $ 57.551,184 
Interest ..... 8,164,888 6,437,928 
Telephone op- 
erating reve- 
MUEE 60 casss 48,538,651 48,432,658 
Miscellaneous 
revenues 315,067 206,194 
CC $105,963,696 $112,627,964 
I-xpenses includ- 
ing taxes.... 31,276,823 33,084,282 





Net earnings..$ 74,686,873 $ 79,543,682 








Deduct interest. 10,804,597 10,884,442 
Balatice ©... $ 63,882,276 $ 68,659,230 
Deduct divi- 
Gems 6c css 47,831,659 50,028,953 
Balance: ......2 $ 16,050,617 $ 18,630,287 


*Subject to minor charges when final 
figures for June are available. 


In commenting upon the new plant and 
equipmen‘, President W. S. Gifford said: 

“Proper and adequate facilities are essen- 
tial to the furnishing of an ever-increasing 
quantity and quality of telephone service; 
and the increase in plant and equipment is 
not only to provide for new customers ‘and 
the additional business resulting from the 
general increasing use of the telephone, but 
also to improve telephone service. 


Ohio Bell Company Commences 
Big Project in Cleveland. 

The Ohio Bell Telephone Company an- 
nounced recently the start of a $2,050,000 
project in Cleveland to include a new tele- 
phone exchange building which will fur- 
nish dial telephone service in the Randolph, 
Pennsylvania and Florida office areas. 

E. H. Gustafson, the company’s general 
commercial manager for the Northeastern 
area, said that the initial building, to cost 
$400,000, will be two stories in height, with 
a frontage of 111 feet on Prospect avenue 
and 135 feet on East 55th street. Exterior 
will be of limestone. 

The site was purchased several months 
ago. In addition to the old Epworth M. E. 
church, it includes an adjoining lot on East 
55th street, on which the building of a fra- 
ternal organization now stands. Work o° 
vazing the church will be finished within a 
month and demolishing of the lodge build- 
ing will start within that time. 

Approximately $1,200,000 will be re- 
quired for the initial installation of dial 
telephone equipment in the new exchange 
building and an additional $285,000 will be 
used for that part of the program which 
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involves outside plant and subscribers’ tele- 
phone equipment. 

Ohio Bell engineers planned the initial 
building so that it will take care of the 
telephone growth in the present Randolph, 
Pennsylvania and Florida areas for eight 
years after it goes into service. 

At the end of that time a two-story addi- 
tion will be built on the rear. The ultimate 
plans call for an additional eight stories 
when warranted by the area growth, so 
that eventually a ten-story building will 
stand on the corner. 

Installation of the dial equipment is ex- 
pected to start a month after completion of 
the building and will be finished several 
months later. The initial equipment will 
serve 26,000 telephones in the Randolph 
and Pennsylvania areas. Later all tele- 
phones in the Florida area will be cut into 
the dial system. 

The names of Randolph, Pennsylvania, 
and Florida will be eliminated and two 
new exchange names will replace them. 
Thus, while the new dial system in that 
part of the city will be divided into two 
exchanges, they will both function from the 
same building. 

The names of Randolph and Pennsyl- 
vania will be eliminated first. Florida will 
cease to exist when equipment is installed 
which will enable the four-party lines in 
that area to be served on a dial basis. 


Wireless Telephony end Teleg- 
raphy on the “Beam” System. 
Marconi’s Wireless Telegraph Co., Ltd., 

is nearing the completion of experiments 
for the simultaneous transmission of wire- 
less telephony and wireless telegraphy on 
the “beam” system, according to the Elec- 
trical Review, London. 

Tests are taking place across the Atlantic 
with apparatus which it is claimed will 
operate two high-speed telegraph circuits 
simultaneously with one duplex telephone 
circuit, utilizing the same transmitter and 
aerial and only one wave-length for all 
three circuits. 

The company is also building an experi- 
mental plant at Poldhu, Cornwall, Eng- 
land, for a “swinging beam.” The angle of 
the “beam” is reduced to eight or nine de- 
grees, and it can be swung to serve any 
distant point with which communication is 
desired. In this way a single transmitting 
station can provide a “beam” service to a 
large number of countries. 

The “beam” may be swung in 60 seconds 
and the reflector, which is the important 
component of the “beam” transmitter, will 
be revolved, so that a message can be sent 
in any direction. 





Indiana-Ohio Telephone Co. Com- 
bines Two Properties. 
Organization of the Indiana-Ohio Tele- 
phone Co. was announced recently. The 
company will hold the common stock of the 
Southern Indiana Telephone & Telegraph 
Co., of Seymour, Ind., and the Ohio Cen- 
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tral Telephone Corp., of Wooster, Ohio, 
with a property valuation in excess of $5,- 
000,000 and more than 40,000 stations under 
its control. L. C. Griffitts, of Seymour, 
is president of the new corporation. 

It is said that the general offices will 
be in Seymour, and plans have been formed 
for the erection of a new building to afford 
facilities for the offices. Associated with 
Mr. Griffitts are John F. Kent of Chicago, 
H. H. Carter and E. S. Welch of Seymour, 
and a few small stockholders living in 
various parts of Ohio. 

O. L. Doud, comptroller of the Southern 
Indiana company will continue in the same 
position with the reorganized company. H. 
L. Creighton, who has been district man- 
ager with headquarters in Huntingburg, 
Ind., will become general manager of the 
Ohio Central corporation, with headquar- 
ters at Wooster. Mr. Welch will continue 
as general manager of the Southern In- 
diana company. 

The Ohio company has exchanges in 
Wooster, Millersburg, Orville, Mt. Gilead, 
Lebanon, Mt. Sterling and a number of 
smaller towns. It now operates about 21,- 
600 telephones. 

Purchase of the office site in Seymour 
was made several days before the deal 
merging the companies had been closed. 

Mr. Griffitts, formerly employed by the 
Indiana Bell Telephone Co., purchased the 
Seymour Mutual Telephone Co. in 1910. At 
that time the company had 500 telephones. 
He began acquiring telephone exchanges in 
that county and later his holdings extended 
to other counties in southern Indiana. 


Annual Report of Operations of 
Company at Elgin, Neb. 

The annual report of the Antelope 
County Mutual Telephone Co. of Elgin, 
fiied with the Nebraska State Railway 
Commission, shows: Fixed investment, 
$23,794; total assets, $26,450; stock out- 
standing, $12,480; depreciation 
$3,856; surplus, $7,131. 

Operating revenues were as follows: 
City station revenues, $3,569; farm station 
revenues, $2,712; switching revenues, $949; 
toll revenues, $450; miscellaneous, $60; 
total revenues, $7,740. 

Operating expenses were: Maintenance, 
$3,256; depreciation, $1,431.84; traffic, 
$2,202; commercial, $997; total expenses, 
$5,023; operating income, $2,713; taxes, 
$120; interest, $108; dividends, $998; profit 
and loss, $1,305. 


reserve, 


Prices in the Metal Markets. 

New York, July 16.—Copper—Firm: 
electrolytic spot and future, 1434c._ Iron— 
Steady; No. 2, f. 0. b. eastern Pa., $19.50@ 
20.00; No. 2, f. o. b. Buffalo, $16 50@ 
17.00; No. 2 f. o. b. Alabama, $15.50 
16.00. Tin—Steady, spot, $46.25@46.37 : 
future, $45.75. Lead—Steady; spot New 


York, 6.20c; East St. Louis, 6.05@@6.07 4c. 
Zinc—Firm; East St. Louis, spot, 6.20c: 
Antimony—Spot, 9.50c. 


futures, 6.25c. 














What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 
missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies--Summary of Commission Orders and Schedule of Telephone Hearings 


Brief Filed Opposing Dismissing 
Charge of Radio Monopoly. 

A brief declaring that the Radio Corp. 
of America, the General Electric Co., the 
American Telephone & Telegraph Co. 
and several other concerns “have divided 
among themselves the entire field of wire- 
was filed on July 12 by Edward L. 
Smith, counsel for the Federal Trade Com- 
mission, with the commission asking: it to 
deny a motion brought by the concerns to 
dismiss a charge of monopoly. 


less” 


Federal Court Upholds Order of 
Indiana Commission. 

Voicing the opinion that “it is the duty 
of the courts and the Indiana Public Serv- 
ice Commission to look after the public as 
well as to see that utilities get a fair re- 
turn on their investments,” Judge Robert 
C. Baltzell in the federal court in Indian- 
apolis on July 11 dismissed the appeal of 
the Royal Center Telephone Co. from the 
rate valuations and orders of the commis- 
sion on grounds of ‘“‘want of equity.” 

At the offices of the commission it was 
said that the decision, so far as could be re- 
called, was the first ever made in a federal 
court upholding orders and valuations fixed 
by the Indiana utility regulatory body. 

In the Steuben County Telephone Co.’s 
appeal from the rate valuation by the com- 
mission, the court raised the valuation $36,- 
000 but supported most of the reductions 
ordered by the commission in fees charge- 
able against the operating expense for legal, 
accounting and engineering service inci- 
dental to rate making. 

Regarding laws and decisions governing 
the construction of rate-making valuations 
for utilities, Judge Baltzell said, in com- 
menting, that most of the decisions of the 
U. S. Supreme Court seem to uphold the 
reproduction of property theory. Even 
with that the courts are not bound to ac- 
cept the testimony of any one engineer, 
whether he testified for the commission or 
the utility, in fixing rate valuation. He said 
it was his opinion that sale and purchase 
price of the utility, original cost, estimates 
by commission engineers and estimate of 
‘tility engineers, all were relative testimony 
» be considered in guiding the court to its 
pinion regarding valuations. 
The court. ruled that the telephone com- 
iny rates were sufficient for the present 
rvice being given, upholding the commis- 
ion, which denied the company new rates 

the ground of poor service. 


nym 


He recalled 


that testimony showed many of the wires 
0! the company were strung along trees 
ard fences, and remarked that increased 
rates might be due the company if its 


property were improved properly. He also 
referred to the request for increased rates 
made by Max Hosea and his associates in 
the same month that they bought the prop 
erty, and, as he said, evidently for no other 
reason than that they had bought it. A 
rate valuation of $40,000 was asked for 
the Royal Center company, which at pres- 
ent is earning on a $17,000 valuation fixed 
by the commission. 

In fixing the Steuben County Telephone 
Co.’s rate valuation at $278,000, the judge 
made an allowance of 10 per cent for going 
value instead of 15 per cent as requested by 
the company and made a 5 per cent allow- 
ance for depreciation. The public service 
commission had fixed the company’s valu- 
ation at $242,000. 

Reviewing the commission’s allowance 
of only $3,200 for $10,000 in fees asked by 
the company for legal, engineering and ac- 
counting services in the case, Judge Balt- 
zell gave the company the right to charge 
to operating expenses $4,700 of the amount 
of fees. Attorney fees were asked for 
$3,320 and the company was allowed $2,- 
000; engineering fees, claimed at $7,000, 
were allowed in the sum of $2,200, and 
$500 were allowed for accounting. 

The court’s decision regarding fees up- 
holds in part the effect of the commission’s 
recent statement of policy in which it said 
that rate case fees would have to be paid 
by utility companies from income and could 
not be paid from operating expenses which 
are capitalized in rate valuations. 


Indiana Bell Company Protests 
Increase in Tax Valuation. 
The Indiana Bell Telephone Co. has 
protested a $1,203,000 increase in its 
valuation for 1928, fixed some weeks ago 
by the Indiana Board of Tax Commission- 
ers. The latest valuation is $29,941,644. 
The company reported $1,500,000 of prop- 
erty additions for 1927, but protested against 
the tax assessment increase on the ground 
that farm lands and other property had re- 
ceived lower valuations for the year. It 
complained that it was paying higher taxes 
for the number of telephores in operation 
than any other telephone property in the 
United States. 
Appeals to Federal Court from 
Indiana Commission Order. 
The Citizens Telephone Co. of Brazil, 
Ind., through its manager, John H. Klinger, 
has filed a suit in the United States district 
court in Indianapolis to enjoin the Indiana 
Public Service Commission from putting in 
effect its order of June 29 fixing a new 
schedule of rates for telephone service. 
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In the petition the manager charges that 
the commission's order was unfair. In dis- 
July 6, Mr. Klinger 


pointed out that the commission in its order 


cussing his action 
made an increase of 17 per cent in the rate 
for four-party lines while the increase on 
private business was only 6 per cent. Mr. 
Klinger also pointed out that the commis- 
sion made no increase whatever on private 
residence lines. A 25 per cent increase was 


made on two-party lines. He stated the 
rates would net the company stockholders 
only 4 per cent on their investment. 


Increased Rates Authorized the 
Mendon Company (IIl.). 


The Mendon Telephone Co. was recentiy 
authorized by the Illinois Commerce Com- 
mission to place in effect the following 
schedule of net annual rates: 


Spe ee eee eer ere $15.00 
DEE viet scehivsiaswsatehnweas 15.00 
Rural multi-party ................. 15.00 
Switching stations sche saat ei i 5.00 
Extensions within the city.......... 6.00 
I ieee eutantndil: sce nkmmariarasiere 1.00 


The Mendon company was ordered to set 
aside annually in equal monthly _install- 
ments as an operating expense to provide 
for accruing sum of 
$1,430, plus 6 per cent per annum of the 
cost of all net additions made to the plant 
and equipment on and after March 1, 1928. 

The Mendon company submitted evidence 
which showed that the cost of its physical 
property, as shown by its plant and equip- 
ment account, as of 1927, 
amounted to $24,772.60. The company also 
submitted evidence which showed that its 
tctal operating revenues for the six months 
ended December 31, 1927, were $2,452.01, 
and its operating expenses for the same 
period, exclusive of any charges for de- 
preciation, $2,843.38, which resulted in an 
operating deficit of $408.04 for the six 
months period, or an annual deficit of $816. 

The commission’s engineering staff sub- 
mitted an inventory and appraisal which 


depreciation, the 


December 31, 


showed the reproduction cost new as of the 
present date to be $38,338, and less de- 
preciation to be $24,053. The net annual 
operating revenues for the last six months 
of the year 1927, including toll and mis- 
cellaneous revenues, were found by the 
engineering staff to be $4,096.28. 
nual operating for the same 
period, including $1,430 for depreciation 
of plant and equipment, were found to be 
$5,351.04, resulting in an annual deficit of 
$1,254.76. 

The commission found that the applica- 
tion of the proposed rates would increase 


The an- 
expenses 
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the net annual revenue by $1,871, and would 
produce an annual income of $616.24, avail- 
able for interest and return on the invest- 
ment or a return of 2.56 per cent on $24,- 
053, the depreciated cost of the physical 
property ; the present schedule of rates was 
not sufficient to meet operating expenses 
of the company. 

found that the annual 
derived from a modified 
schedule submitted would be just sufficient 


The commission 
revenue to be 


to meet operating expenses and provide for 


depreciation charges without any return 


on the investment. 
Missouri Commission Grants Ap- 
plication for Property Sales. 

The Missouri Public Service Commission 
recently granted two applications authoriz- 
ing transfers of property in Missouri. 

The Van Buren Telephone Co., operated 
by T. E. Williams and Mary E. Williams, 
was granted permission to sell its ex- 
changes and systems at Van Buren and 
Freemont to the Inland Telephone Co. for 
the sum of $1,500. 

The Southwestern Bell Telephone Co. 
was authorized to buy the property of the 
Monroe County Mutual Telephone Co. at 
Paris, for the sum of $1,500, and to con- 
solidate the property with the exchange 
property of the Southwestern Bell company 
there for the purpose of giving unified 
service. 

No Company Representative Pres- 
ent; Increase Granted. 

Petition of the Northern Texas Tele- 
phone Co. for permission to increase the 
rates on telephone service in Sherman was 
granted by the city commission in a meet- 
ing recently held. 

The increase of 25 cents a month on resi- 
dence telephones and 50 cents a month on 
make the new 
charge on private business telephones $5.50 


business telephones, will 
a month; on private residence telephones, 
$2.75 a month, and on party-line residence 
telephones, $2.25 a month. 

C. A. Shock, vice-president of the com- 
and Sherman ex- 


change, presented, with the petition, figures 


pany manager of the 
indicating that the return on the value of 
the properties was approximately 5 per 
cent during the past three years, and that 
the new rates wou'd bring the return to 
about 7 per cent. 

He also pointed out to the commission 
that the rates in Sherman were lower than 
those in practically all of the other towns 
In presenting the petition, he 
discussed with the commission the efficiency 
of the exchange, 


in Texas. 
and the service given 
patrons. 

Due to a press of other matters on the 
day scheduled for the hearing, only a par- 
t:al hearing was held, the commission post- 
poning the matter for three days. Early in 
the morning on the day before the full 
hearing was to be held, Mr. Shock was 
stricken with acute appendicitis and sub- 
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mitted to an operation at noon of the same 
day. 

The commission met on the next morn- 
ing and granted the application of the 
company without any representative of the 
Northern Texas company being present. 
Although the matter had been given full 
publicity in the daily papers, no one ap- 
peared at the meeting to protest against the 
increase, which speaks well for the public 
re‘ations of the company. 


Endicott, Neb., Exchange cf Lin- 


coln Company Closed. 

The Lincoln Telephone & Te‘egraph Co. 
celebrated the Fourth by closing its ex- 
change at Endicott, following the grant of 
permission by the Nebraska State Railway 
Commission, and transferring service to the 
Fairbury or Steel City exchanze, as each 
individual subscriber chose. The company 
has operated the exchange since 1918, and 
has tried out several methods of getting 
out from under the burden of expense at- 
tached. The subscribers stubbornly re- 
sisted, refusing to purchase the plant 
themselves or allow it to be closed. 

The state commission finally told the 
patrons, although not in so many words, 
that they would have to choose between 
having the exchange closed or of paying 
greatly increased rates. They then pe- 
titioned for the closing of it. It was the 
smallest exchange on the company’s list, 
serving only 58 subscribers, five of whom 
were business and the remainder residence 
and rural. 


Nebraska Commission Puzzled as 
to Status of Its Authority. 

The refusal of the Nebraska Supreme 
Court to grant the request of the Ne- 
braska State Railway Commission to give 
a written opinion in the case in which the 
commission vainly tried to get an order 
compelling the Farmers Telephone Co., of 
Cotesfield to put in its uniform accounting 
system, has left that body puzzled and un- 
decided. 

The evidence showed that the company 
was doinz business for hire, collecting for 
both switching and toll messages, and the 
law gives the commission control of all that 
perform that sort of service. The evidence 
also showed that the company was not op- 
erated for profit, and the presumption of 
the commissioners is that this was the 
reason why the court did not hold it to be 
under state control. 

Hugh LaMaster, attorney for the com- 
mission, says that the action of the court 
makes it incumbent upon the commissioners 
to take nothing for granted, and to pro- 
ceed to exercise control wherever it is ap- 
parent that non-profit companies are doing 
common carrier for hire service. There 
are six or eight cases of this kind, and it 
is expected that one or the other of the 
companies will take the matter into court 
where another attempt to secure a ruling 
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on what the commission regards as an im- 
portant part of its work will be made. 


Summary of Commission Rulings 
and Schedule of Hearings. 
INTERSTATE COMMERCE COMMISSION. 

July 3: Acquisition approved by the 
Pacitic Telephone & Telegraph Co. of the 
properties o1 the Stites-Kooskia Telephone 
Co., Idaho. 

July 3: Southwestern Bell Telephone 
Co. authorized to take over the properties 
of the Red Fork Telephone Co., Red Fork, 
Okla. 

July 3: Acquisition by the Mountain 
States Telephone & Telegraph Co. of the 
telephone properties of D. M. Sayles, 
do:ng business as the Service Telephone 
Co., Bainville, Mont., approved. 

ALABAMA, 
July 5: Petitions filed by South Cen- 


.tral Telephone Co., of Chicago, asking ap- 


proval of the purchase of the Fairview 
village system in Cullman county owned 
by Mrs. Robert Elrod; the Vinemont sys- 
tem in the same county owned by F. L. 
Garner ; the Eva system in Morgan county, 
owned by M. M. Hipps; and the Falkville 
system in the same county, owned by W. 
F. Cloud. 

July 23: Hearing of petitions asking ap- 
proval of the sale of two rural telephone 
systems to the South Central Telephone 
Co., of Chicago. Approval of the sale of 
the Wadley system by J. E. Barker and 
A. L. Kennedy, and of the Beatrice system 
by the Mutual Telephone Co. is sought. 

CALIFORNIA. 

July 10: Santa Monica Bay Telephone 
Co. applied for a certificate of public con- 
venience and necessity to establish a sep- 
arate exchange area at Sawtelle, Los An- 
geles county, and to fix rates for service. 

July 11: Consolidated Utilities Co., op- 
erating in Compton, Los Angeles county, 
authorized to place in effect a certain sched- 
ule of charges for moves and changes of 
telephone apparatus. 

July 11: The Pacific Telephone & Tele- 
graph Co. granted authority to purchase 
and hold all or part of the outstanding 
stock of the Consolidated. Utilities Co.., 
which operates a telephone system in the 
city of Compton and vicinity, Los Angeles 
county. Consolidated Utilities Co. has 
$61,700 of preferred stock and $80,590 of 
comimon stock outstanding. 

ILLINOIS. 

June 27: Order approved dismissing the 
matter of proposed advance in rates for 
telephone service in East St. Louis and Tri- 
City in St. Clair and Madison counties. 
stated in rate schedules I. P. U. C. No. 10, 
fourth revised sheet 1 and sixth revised 
sheet 2, and I. P. U. C. No. 11, fifth re- 
vised sheets 1 and 2, filed by Southwestern 
Bell Telenhone Co. 

June 27: Order approved suspending 
until October 27, 1928, proposed rates for 
telephone service in Marshall, Clark 
county, stated in rate schedule Ill. C. C. 1, 
original sheet 6, of the Wabash Valley Tel- 
ephone Co. 

June 27: No action was taken on the 
Illinois Bell Telephone Co.’s original sheet 
12A to Ill. C. C. 2, of. company’s supple- 
ment to special toll rates, effective July 21, 
1928. 

July 17: Hearing at Sprinzfield before 
Commissioner Johnson in the matter of th: 
proposed advance in rates for service of 
the Boynton Telephone Co. in Pleasant 
Plains and New Berlin, stated in rate 
schedule Ill. C. C. No. 3. of the company. 

Tuly 17: Hearing at Springfield befor: 


Commissioner Johnson in the matter of the 
proposed advance in rates for service of 








July 21, 1928. 


the Vermont Telephone & Exchange Co. 
in Vermont, Fulton county, stated in rate 
schedule Ill. C. C. No. 4, of the company. 

July 17: Hearing at Springfield before 
Commissioner Johnson in the matter of the 
proposed advance in rates for service of the 
Minier Mutual Telephone Co. in Mackinaw, 
Minier and Stanford, stated in rate sched- 
ule Ill. C. C. No. 5, of the company. 

July 18: Hearing at Springfield before 
Commissioner Trovillion in the matter of 
the proposed advance in rates for service 
of the Farmers Mutual Telephone Co. of 
Tazewell county in Morton, Groveland and 
Tremont, stated in rate schedule Ill. C. C. 
No. 4, of the company. 

July 18: Hearing at Springfield before 
Commissioner Wright in the matter of the 
proposed advance in rates for service ot 
the Home Telephone Co. in Bluffs and 
Meredosia, Scott and Morgan counties, 
stated in rate schedules Ill. C. C. No. 4, 
ot the company. 

June 19: Hearing at Springfield before 
Commissioner Moynihan in the matter of 
the joint application for the approval of 
sale by the Rantoul Telephone Co. and the 
Fisher Telephone Co. of their respective 
properties in Rantoul and Fisher and sur- 
rounding territory and purchase by the 
Eastern Illinois Telephone Co.; also for a 
certificate of convenience and necessity to 
the Eastern Illinois Telephone Co. to op- 
erate the property and for authority to 
issue 500 shares of its 6 per cent preferred 
capital stock and 1,000 shares of its com- 
mon stock and $150,000 amount of its 20 
year first mortgage 6 per cent gold bonds 
series “A.” 

INDIANA, 


July 13: Purchases approved by the 
Lagrange County Telephone Co. of the 
Mutual Telephone Co. of Shipshewana, 
the People’s Mutual Telephone Association 
of Lagrange and the Mongo Mutual Tele- 
phone Co. The Lagrange County company 
was authorized to issue and sell $145,000 in 
bonds and 500 shares of preferred stock 
to finance the transaction. 

MICHIGAN. 

July 10: Final hearing held on the ap- 
plication of the Wolverine Home Telephone 
Co. for authority to purchase property of 
the Cass City Telephone Co., the Williams- 
ton Telephone Co., the Brown City Tele- 
phone Co., the Mutual Telephone Co. of 
Lapeer county, and the North Branch and 
Almont Telephone companies. 

Missour!t,. 

June 23: T. E. Williams and Mary E. 
Williams, operating the Van Buren Tele- 
phone Co., located at Van Buren and Fre- 
mont, authorized to sell the exchanges and 
systems to the Inland Telephone Co. for 
the sum of $1,500. 

July 3: Monroe County Mutual Tele- 
phone Co. of Paris, authorized to sell all 
of its property to the Southwestern Bell 
Telephone Co. for the agreed price of 


$1,500. 
NEBRASKA. 
July 9: Application filed by Northwest- 


ern Bell Telephone Co. for authority to 
discontinue toll station at Marsland, to- 
gether with showing that necessity no 
longer exists for service, and that other 
means of long distance connections are 
available to all former users at local ex- 
change. 

July 11: Complaint filed by French- 
man Valley Telephone Co. against Bur- 
lington Railroad, alleging improper in- 
stallation of pole lines along right of way; 
investigated, and dismissed, as no cause of 
action shown. 

July 12: In matter of authority granted 
to Dundy County Mutual Telephone Co. to 
publish a revised schedule of rates: tem- 
porary order heretofore entered made per- 


It is a mark of distinction to scy, 


TELEPHONY 


manent as no objection was filed and com- 
pany’s need of added revenue is apparent. 

July 12: In the matter of the applica- 
tion of the Summerfield Mutual Telephone 
Co., of Summerfield, Kans., praying for 
validation of rates inadvertently collected 
without commission authority ; it appearing 
that the situation is as stated by the com- 
pany, order allowed validating rates ap- 


plicable to subscribers residing in Ne- 
braska. 
NortH Dakota. 
May 28: Northwestern Bell Telephone 
Co. filed exchange rate schedules for 


Beach, Golva, and Sentinel Butte. 

June 1: Joint application granted of 
William Clifford to sell and C. G. Hilliard 
to buy the telephone property located in 
Sherwood. 

June 1: Joint application granted of C. 
G. Hilliard and the Public Service Corp. 
to sell and buy, respectively, the telephone 
property located in Sherwood. 

June 1: Joint application granted of C. 
G. Hilliard to buy the telephone property 
of William Clifford located in Westhope, 
Antler and Maxbass. 

June 1: Joint application granted of the 
Public Service Corp. to buy the telephone 
property of C. G. Hilliard located in West- 
hope, Antler and Maxbass. 

June 1: Application granted of Theo- 
dore Stramblad to sell the telephone prop- 
erty located in Medina and rural lines in 
Stutsman county to R. F. Schwede. 

June 1: Application granted of the 
Public Service Corp. to buy the telephone 
property of C. G. Hilliard in Towner. 

July 1: Farmers Telephone Co. of 
Starkweather granted authority to abandon 
4% miles of rural telephone line in Sulli- 
van township, Ramsay county. 

June 1: Schedule approved of local ex- 
change and farm rates filed by the Da- 
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kota Central Telephone Co., applicable in 
LaMoure. 

June 1: Application granted Theodore 
Stramblad of Medina for a certificate to 
operate telephone exchange in Medina. 

June 2: Joint application filed to sell 
the exchange property of the Drayton Tel- 
ephone Co. at Drayton and Bowesmont and 
the connecting rural lines to the Citizens 
Public Service Co. of Omaha, Nebr. 

June 2: Joint application filed to sell the 
exchange property of the Buffalo Tele- 
phone Co. at Buffalo, Alice and Ayr to 
the Citizens Public Service Co. 

June 26: Joint application file’ of the 
Eagle Telephone Co. to sell part of its 
rural telephone property located in Eagle 
township to the Wild Rice Telephone Co. 

June 21: Joint application granted of 
R. F. Schwede to sell the telephone prop- 
erty in Medina and rural lines in Stutsman 
county to C. G. Hilliard. 

June 21: Joint application granted of 
C. G. Hilliard to sell the telephone prop- 
erty in Medina and rural lines in Stutsman 
county to the Public Service Corp. 

June 30: Nome Telephone Co. granted 
authority to dismantle 314 miles of tele- 
phone line in Barnes and Ransom counties. 

OKLAHOMA. 

July 3: Application of the Midland 
Telephone Co. for authority to increase 
rates for telephone service at Lovell, de- 
nied. 

July 3: Midland Telephone Co. au- 
thorized. to advance rates at Marshall to 
the following schedule: Business, straight 
line, $36 per year; party line, $27; resi- 
dence, straight line, $21 per year; party 
line, $15; business, oil field multi-party, 
$36; rural, multi-party, $15; rural, switched 
service, $5. A differential of 25 cents per 
month for desk sets is authorized. The 
new schedule became effective July 1. 





| Receiver ... 


| Not merely moist- 
ure proof but act- 
| ually water proof 
| are these receiver 
| and desk stand 
| cords. Due to the 
| rubber jacket which 
| acts as both insu- 
lating and water 
proofing medium, 
these cords are 
recommended 
| for outdoor 
| equipment, 
| portable 





WATER PROOF CORD 


| RUNZEL-LENZ 


| Electric Mfg. Company | 
1751 N. WESTERN AVE. 
CHICAGO, ILL. 

Dependable since 1904 





















Desk Stand 


° om 


telephones, mines 
and tunnel work 
where extreme | 
moisture and damp- 
ness takes its toll 
of cords not fit to 
combat such con- 
ditions. 

Furrished only with 
black mercerized 
cotten braid. 
Various lengths 
available. 
} rices and com- 
plete details 
gladly given 
without 
cbligation 
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Condensed Telephone News 


Officers of Companies Are Urgently Requested to Forward to Us Promptly 
All Financial and Other Statements as Soon as Issued and Any Items Relat- 
ing to Construction, Rebuilding, or Changes in Their Plants and Systems 


Incorporations and New Telephone 
Companies. 

PLainview, Nes.—The Dry Creek Mu- 
tual Telephone Co., of Pierce county, has 
filed articles with the secretary of state. 
It is a non-profit corporation with no cap- 
ital-stock. Incorporators are E. H. Stein- 
hraus, Jacob Pilger, J. C. Larson, Gustav 


O. Gast, C. J. Foster, Herbert C. Heyers 
and Wiggo L. Larson. } 
Construction. 


Horr, Inp.—A new switchboard has been 
received by the Hope Independent Tele- 
phone Co., for its exchange at Flatrock, 
Ind. The board is considerably larger than 
the old one and its installation will begin 
immediately. Officials of the company say 
the new board will permit the company to 
better the service. 

LakE City, Ilowa—The Central Mutual 
Telephone Co. is planning to change all 
its outlying open-wire lines to cables. 

Brunswick, Mo.—The Central West 
Missouri Telephone Co. is erecting a new 
building here. 

Miscellaneous. 

Uniontown, ALa.—The Uniontown Tel- 
ephone Co., owned by Ben Hath and man- 
aged by T. C. Collier for 15 years, has 
been sold to the South Central Telephone 
Co., which has its headquarters in Chicago. 
The new management is expected to assume 








UNIQUE 


WITH WICK 





Quick Action With 


UNIQUE 


Speed and improved equipment!— 
two essentials necessary to the effi- 
ciency of your linemen and econom- 
ical line maintenance. 





Unique torches supply the means to 
efficient workmanship. Storm has 
no effect on Uniques. An auto- 
matic orifice cleaner permits no 
clogging. 


Write today for catalog that de- 
scribes in detail their many features 


UNIQUE MFG.CO, 


113 N.OESPLAINES $7, - 
CHICAGO, ILL. 















charge immediately, when some important 
improvements will be inaugurated. 

CLARKSVILLE, ArkK.—The interests of 
stockholders in the Johnson County Tele- 
phone Co. has been bought by S. A. Lane 
oi Little Rock. The system includes ex- 
changes at Clarksville, Lamar, Hartman 
and Coal Hill. 


Mr. Lane previously purchased the sys- 
tem known as the Citizens Telephone Co. 
This includes exchanges at Paris, Scran- 
ton, Subiaco, New Blaine, Prairie View, 
Ratcliff, Charleston, Branch and Boone- 
ville. 

WarrEN, ARK.—The local branch of 
the Southwestern Bell Telephone Co. has 
presented an application to the Warren City 
Council for an increase in rates. The in- 
crease would apply to business and resi- 
dence telephones and extensions. The com- 
pany contends that the present rates do not 
bring a sufficient return on the investment. 
The city council has set August 3 as the 
date for holding an open hearing on the 
application. 

HomEsTEAD, FLa.—The Florida Railroad 
Commission, Tallahassee, has authorized 
the Southern Bell Telephone & Telegraph 
Co., Atlanta, Ga., to acquire the Home- 
stead Telephone Co. 

ASHBURN, Ga.—Definite announcement 
was made here recently of a large telephone 
merger involving Independent telephone 
companies in Georgia, Florida, Alabama 
and South Carolina. The announcement 
was made by Ross J. McCoy, an engineer 
of Chicago and Fort Worth, Texas, that 
the organization which he represents has 
purchased and now is operating the tele- 
phone systems located in the following 
Georgia towns: McRae, Rhine, Chauncey, 
Milan, Glennville, Metter, Cobbtown, Still- 
more, Graymont, Summit, Sylvania, Rocky 
Ford, Montezuma, Perry and Unadilla and 
in South Carolina; St. Matthews, Camden, 
North, Springfield, Sally, Wagener and 
Fairfax. 

TALBOTTON, GA.—lIt is reported that C. 
L. Battle, the owner of the local telephone 
exchange here, has sold it to a Texas 
syndicate. Mr. Battle, who lives at Ella- 
ville, Ga., bought the exchange about two 
or three years ago from C. W. Moore, 
Junction City, Ga. 

AvsBion, Itt.—Found buried in debris 
during clean-up week, one of the first tele- 
phones used in Albion has been unearthed. 
The instrument bears this inscription : “Me- 
chanical Telephone company, Pat’d. Oc- 
tober 8, 1889, Albion, Ill.” No batteries 


were used, the instrument operating en- 
tirely by vibration. 

Hitisporo, Int.—A meeting of the stock- 
holders of the People’s Mutual Telephone 
Co. was held here in the offices of the com- 
pany recently. By a vote of the stock- 
holders it was voted to reduce the number 
of directors of the company from nine to 
three and to remove the general offices of 
the company from Hillsboro to Chicago. 
Silas A. Walker, of Lawrenceville: D. L. 
Brady of Chicago, and McLin Brown of 
Hillsboro were chosen as directors of the 
company for the coming year. Plans are 
being made by the company to spend about 
$200, 000 in new improvements in the Mu- 
tual system which extends in the five 
counties of Montgomery, Christian, Bond, 
Madison and Fayette. 

SuLLivaNn, Itt.—Fred I. Miller of Illiop- 
olis, has been appointed manager of the 
I!linois Central Telephone Co. here to suc- 
ceed Frank Witts, who has been advanced 
to the general office in Clinton. Mr. Miller 
has been associated with the Illiopolis ex- 
change several years. 

FREELANDVILLE, INp.—After 25 years as 
manager of the telephone company H. J. 
Schroeder has sold the Freelandville Tele- 
phone Co. to Otto O. Finch of Carlisle, 
manager of the Carlisle Telephone Co., 
according to word received in Indianapolis 
July 10. He will take charge of the new 
company at once. The company started 
with three subscribers more than 30 years 








HELP WANTED 


WANTED—First class combination 
trouble and maintenance man for com- 
mon battery and magneto plant. Lo- 
cation, Northern Wisconsin. Address 
7233, care of TELEPHONY. 


WANTED—Experienced traffic man 
to handle large independent property 
in Middle West. Good proposition to the 
right man. Excellent opportunity for 
advancement. Address 7248, care of 
TELEPHONY. 


WANTED—Good all around telephone 
man to train for traffic work with large 
company. Married man about 35 years 
old with some managerial ability pre- 
ferred. Splendid opportunity for ad- 
vancement. State experience, schooling, 
salary expected, etc., in first letter. Ad- 
dress 7249, care of TELEPHONY. 




















87%ec per share on Class “A” 
August 1, 


Stock, 








National Telephone and Telegraph Corporation 


100 West Monroe Street, Chicago, Illinois 


DIVIDEND NOTICE 


The Board of Directors of the National Telephone and Telegraph Corporation, have 
declared the regular dividend of $1.75 per share on the First Preferred Stock and 
for the quarter ending July 31, 
1928, to stockholders of record at close of business July 25, 1928. 


| 


1928, payable 


G. L. GRAWOLS, Treasurer. 
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OPPORTUNITIES! 


TELEPHONY 
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Rates 8 cents per word, payable in advance. Minimum charge $1.50 for 18 words or less. 








“REBUILT” TELEPHONE 
APPARATUS 


and exchange equipment saves you JU 
to 50 per cent—quality and efficiency 
guaranteed. 


EVERYTHING YOU NEED 


for the installation and operation of a 
complete exchange—Magneto or Cen- 
tral Energy. 


TWENTY YEARS’ SUCCESSFUL 
OPERATION 


of our “Rebuilt” Equipment Depart- 
ment puts it past the experimental 
stage. Ask for our Free No. 78 Bar- 
gain Bulletin. 


ADDRESS 


“Rebuilt” Equipment Department 


Premier Blesiric Lompany 
Chicago, IIl. 


“REBUILT” when connected with 
PREMIER means something. 








RECONSTRUCTED EQUIPMENT 


Automatic Elec. Co., No. 60707 late type 
Wood Hotel sets with Ind. coil ckt., 
complete with Trans., Rec. & dials, @ $4.75 

Auto. Elec. Co. No. 60825 latest type 
Steel hotel sets with Ind. Coil Booster 
ckt., complete with dials (enclosed gong 
RE SP Abb vend ee baeS ease whew eewed en 

Auto. Elec. late type desk sets complete 
with dials and Ind. Coil ckt., black 
finish wood signal sets with either 
straight iine or harmonic ringers @.. 6.50 

Auto. Elec. Co. latest type desk sets com- 
plete with dials, Trans., Rec. and 
Cords @ $5.00, with enclosed gong type 


a. 2. 2 Sree rege 7.50 
Automatic Elec. Permanent magnet type 
Receivers, complete with cord @..... 1.10 
Auto. Elec. Direct Current Receivers, 
complete with cords @............... -70 
Kellogg No. 97 or No. 118 C. B. desk 
sets, complete with No. 75 or No. 259 
ee Mn DN | WD, vvcceccedsebasaaa 7.25 
Western Elec. No. 20 desk set, complete 
with 3-bar 1000 or 1600 ohm exposed 
ee We sid ecdcauwcee shee’ 9.50 


Write for Our Bulletin 
—— EQUIPMENT CO. 


No ne. 
1940 W. 2Iist St., Chicago 


WANTED TO BUY 


WANTED TO BUY—Will buy tele- 
phone plant of 250 to 400 stations, pref- 
erably in south or middle west. Address 
V. Sparks, Morehead, Ky. 


WANTED TO BUY—Telephone plant 
of two hundred fifty to six hundred sta- 
tions or small electric light plant any- 
where in the western states. Address 
7257, care of TELEPHONY. 


WANTED 


WANT—To_ borrow $15,000.00 on 
0% Stock of Télephone Plant of 520 
stations located in Southern Indiana. 
Property value including real estate, 


$54,000.00. Address 
PHONY. ress 7252, care of TELE- 


REBUILT 





























HELP WANTED 


(See Page 38) 





Kellogg No. 17A Repeat- 


Serr $ 3.50 
Kellogg No. 2800 type 3- 
bar compacts .......... $10.00 


Model No. 6 Calculagraphs, 
type A. B. or C., care- 
fully rebuilt and fully 


guaranteed at 


Electrical Instrument Repair Go, 


1721 West Adams 8t. 





Chicago, Tl. 
















WANTED 


Get your Telephone Repair 
Work done at the old reliable 
Telephone Repair Shop. 
SUTTLE EQUIPMENT CO., 
Lawrenceville, Illinois. 


FOR SALE 


FOR SALE—Leich 7A ringing ma- 
chines, operate from 110-volt A. C. cur- 
rent, $40.00. Western Electric 7A and 
11C fuses @ 5c. Kellogg 4-screw rez 
ceivers with cords @ 75c. Kellogg New 
12-volt switchboard lamps @ 12c each, 
$10.00 per 100. 

The TELEPHONE REPAIR SHOP, 

6866 Ravenswood Ave., Chicago. 


DROP WIRE 


75 tons, slightly used, for sale. $25 
per ton; also other miscellaneous used 
telephone material. 


WM. M. MILLER 
2553 W. Madison St.,Chicage Telephone Seeley 6065 





























FOR SALE—Type H Wireless Cable 
Testers, $18.50 complete with exploring 
coil receiver, new, guaranteed, why pay 
more? Electric Specialty Co., Box 645, 
Cedar Rapids, Iowa. 


FOR SALE—Switchboard, 150 capac- 
ity, 15 cord circuits each with repeater 
and double ring-off, cheap for cash, can 
arrange terms. G. W. Beach, Box 146, 
Cedar Rapids, lowa. 














SAVE 
FIFTY PERCENT 


NEW Cook A-7 five am- 
pere fuses (each)........ $ 05 


In lots of 500 (each)..... 04 


KELLOGG 18-A_ RE- 
PEATING COILS.. 7.00 


Stromberg-Carlson  induc- 
tion coils, No. 11-A 35c, 
No. 14-A 45c, and No. 
RRA een aera 25 
Stromberg - Carlson 1000- 
ohm self-contained ring- 
GE diathinsecesdatsenncewn 75 


Monarch 100 ohm drop coils .25 


BUCKEYE TELEPHONE 


and SUPPLY CO. 
30 W. Spruce Street 


COLUMBUS OHIO 





Portable Electric Grinder and Buffer 


¥%H. P., A. C., 1740 R. P. M., two 

6-inch wheels. Complete $15.00; 2- 

year guarantee by manufacturer. 
(Suitable for plug polisher) 


WM. M. MILLER 
2553 W. Madison St., Chicago Telephone Seeley 6065 

















POSITIONS WANTED 


POSITION WANTED — As cable 
splicer or exchange man. 10 years’ ex- 
perience. 4 years cable work, 6 years 
general exchange work. Address P. O. 
Box 44, Friendship, Tenn. 


POSITION WANTED—Two young 
men want work together with small ex- 
change, as combination line, instrument 
and switchboard troublemen, Nine years’ 
experience. References. Go anywhere. 
Address Box H, Rochester, Kentucky. 


MANAGER available; twelve years’ 
experience as manager. Best of refer- 
ences. Central or Western states. Can 
take charge any time. Address 7256, 
care of TELEPHONY. 

WANTED—Cable-splicing and switch- 
board repairing. Fourteen years’ expe- 
rience. References. Address L. 
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Longnecker, Hamilton, III. 
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Valuation—Supervision—Plant—Inductive Interference 
Expert Administrative Counsel fer Utilities 


JAY G. MITCHELL 
TELEPHONE ENGINEER 


Member A. I. E. E. 
Member W. S. E. 


1411 South Park Ave. Springfield, Ill. 








Frank F. Fowle & Co. 
Electrical and Mechanical 
ENGINEERS 


Monadnock Building CHICAGO 








SPOONER & MERRILL, Inc. 
CONSULTING ENGINEERS 


Specialists in Public Utilities 
Telephone — Electric —Gas—Water—Railway 
Valuation—Examinations—Engineering 


111 W. Monroe St. Chicago, Illinois 








CONSULTING 
Telephone Engineer 
GARRISON BABCOCK 


1107 White Building 
SEATTLE . WASHINGTON 








During recent years 
I have been privileged 
co appraise Telephone 
Exchanges all over 
the United States. 
The list totals 663. 
Would you like to 
avail yourself of my 
services? 
903-4 Lemcke Building 


woe NSt, 


TELEPHONE 





GInE 
INDIANAPOLIS 








CONSULTING TELEPHONE ENGINEERS 
W. C. POLK J. W. WOPAT 


Plans, Estimates and Reports. 
Appraisal and Supervision 


Can arrange a moderate amount of financing 
406 West 34th St. Kansas City, Me. 








W. H. CRUMB 


Telephone Engineer 
9 South Clinton St. Chicago 








For: Certified Audits and Reports 
A Complete System 
Rate Case and Tax Service 


Coffey System & Audit Co. 


Certified-Telephone Accountants 


607-613 Peoples Bank Bidg. Indianapolis, Ind. 








J. G. WRAY & CO. 


Telephone Engineers 
Specialists in Appraisals, Rate Surveys. 
Financial Investigations, Organization, 
and Operation of Telephone Companies. 

J. G@. Wray, Fellow A. lL. E. E& 
Cyrus G. Hill 


2130 Bankers Bidg., Chicago 
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ago. The purchase price was not made 
public. 

ALLERTON, Iowa—The Middle States 
Utility Co. has purchased the Allerton Tel- 
ephone Co., which for the last 10 years 
has been owned and operated by F. C. 
Vaughn. The business will be transferred 
August 1. 

Carro_tL, Iowa—The Standard Public 
Service Corp., Wheeling, W. Va., has taken 
over the Glidden Telephone Co., which un- 
til a year ago was managed by J. I. Mc- 
Naught and after his death by his widow, 
Mrs. McNaught and her son, James Ira 
McNaught. The late Mr. McNaught was 
a pioneer in telephony in this section and 
old-timers recall the first “tin can” tele- 
phone experiments conducted by him be- 
tween his home and his store. Dr. J. 
Deshler, now a practicing physician in 
Glidden, constructed the first telephone line 
with bell call and the switchboard was in 
his office. He owned many of the first 
country lines. The Glidden Telephone Co. 
was organized June 27, 1903, and later in- 
corporated. 

CorniInGc, lowa—T. A. Potter of Mason 
oa has purchased the Corning Telephone 

oO. 

Haz.Leton, JIowa—Ellsworth Latham, 
manager of the telephone exchange here 
15 years, has been transferred to Spring- 
field, Ill., where he will have supervision 
of the exchanges of the Standard Public 
Service Corp., Wheeling. W. Va., which 
recently acquired a chain of Illinois and 
Iowa systems. Mr. Bentley, Fairbank, has 
been named manager of the local system, 
succeeding Mr. Latham. 

OsKALoosA, Iowa—The name of the 
Oskaloosa Home Telephone Co. has been 
changed to the Northwestern Bell Tele- 
phone Co. The Bell company has owned 
a substantial interest in the local exchange 
for a number of years. During the last 
three years $95,000 have been spent for the 
improvement of the local system. 

Et Dorapo, Kan.—Sale of 1,600 shares 
of the Whitewater Telephone Co., north- 
west of here, for $40,000, to a group of 
Chicago investors, was announced recently. 

RICHFIELD, KAN.—Election returns from 
Richfield, which for 40 years have always 
been late, will get through on time election 
night this year. 

Richfield is the county seat of Morton 
county, and has had the unique distinction 
of being the only county seat in Kansas 
without a railroad, telegraph or telephone 
line. 

3ut now N. S. Darnell and son, with the 
assis:ance of loyal friends at Rolla, have 
completed a toll telephone line from Rolla 
to Richfield, about 20 miles, and the county 
seat can reach the outside world by tele- 
phone. 

Burtrncton, Ky.—The Boone County 
Telephone Co. was sold at auction at the 
court house here June 18, for $60,150 to 
John T. Murphy, who immediately as- 
signed his bid to an Indianapolis company. 
An order was issued from the federal 
court at Covington for the sale. 

EaGcLe Pornt, OreE.—The Eagle Point & 
Butte Falls Telephone Co. has taken over 
the telephone line belonging to the city of 
Medford, thereby enlarging the local serv- 
ices and installing a 24-hour service to the 
outside world. The newly-acquired line 
was installed by the city of Medford dur- 
ing the construction of the city’s present 
water system and for subsequent mainte- 
nance service extending from Medford to 
Butte Falls. 

NeEwsurG, Wis.—The Newburg Tele- 
phone Co. has sold its lines and equipment 
to the W. N. Albertson Co., with offices 
at Omaha, Neb. and Milwaukee. 
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PEARL 
Life-time 


Drop-Wire 
BRACKETS 


Save time, eliminate trouble. Hot galvanized 
screw-hooks and malleable castings are separ- 
able and indestructible. Standard 2-groove por- 
celain. Stocked by Telephone Manufactdrers. 

H. PEARL CO. Indianapolis, Ind. 











ACCOUNTING! 


Specialization on Public Utility Account- 
ing Records and Audits enables us to 
best serve Telephone Companies. 


HERDRICH AND BOGGS 


Certified Public Accountants 
1014 Merchants Bank Bidg., indianapolis, Ind. 








NAUGLE POLES 


Northern and Western Cedar 


i ivigetecr teat me me ar tial 


NAUGLE POLE & TIE CO, 


59 East Madison St., Chicago 








GUSTAV HIRSCH 


Consulting Engineer 


In all branches of Telephone Engineering, 
Race Cases, Appraieals, Financial 
Investigations, Inspections 
and Reports 


COLUMBUS - OHIO 








THE BOWDLE SYSTEM 


Always shows you where you stand 
We havesolved “he bookkeeping prob- 
lem of a larg: saumber of companies 


Write us abour our 
monthly audit 

Bewdle Acceunting Systems 
Cerre Gerde, Illineis 












Analyst, Accountant, Consultant 


To Independent Telephone Companies in- 
terested in getting a fair and equitable 
division of toll revenues. 

Your inquiries will be given prompt at- 
tention. 


ERNEST J. MENDEL 
P. O. Box 128 Fort Smith, Ark. 











Universal Insulators 


will support your drop wires to 
your entire satisfaction and at 
2 minimum cost. Are you a 
user? Sample free on request 


Universal Specialty Co. 


711 Poplar Street 
Terre Haute, Ind. 











Hi-Tension 4-in-1 
Expansion Anchors 
No. 6076 for 12,000 lb. 


Strains and Under 


KEARNEY 


Main Office - - ST. LOUIS, MO. 


Non-Chaffing 
Cable Ring Saddles 


5 Sizes 
ST. LOUIS, MO. 


ae 
| | 


Main Office 


It is a mark of distinction to say, “‘I saw it in TELEPHOW:.’: 
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